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Endorsement of and suggestions for 
greater investment by life companies 
in common stocks 
were presented to 
the recent annual 
meeting of Society 
of Actuaries by 
Fergus J. McDiar- 
mid, investment 
vice-president of 
Lincoln National 
Life. This was re- 
ported at some 
length in The Na- 
National #Under- 
writer of Oct. 18. 

In a discussion 
of Mr. McDiar- 
mid’s paper, Dennis N. Warters, presi- 
dent of Bankers Life of Iowa, opposed 
Mr. McDiarmid’s suggestions, saying 
that he believes the negatives “to be 
sufficient to defeat any widely used 





Dennis N. Warters 





program such as he suggests.” Follow- 
ing is a condensed version of Mr. War- 
’ discussion: 


Mr. Warters listed the following as 

‘major weaknesses:” 

1. The opinions and figures are 
ely based on hindsight and not 


la, Superintendent 
ebuked For Variable 
nuity Approval 


Attorney-General John Patterson of 
labama, has written to insurance 
uperintendent Horn, sharply rebuk- 
g him for telling the recent annual 
onvention of Assn. of Alabama Life 
nsurance Companies at Birmingham 
t his department had approved, 
ective Nov. 1, the sale of variable 
uity contracts made in connection 
th the sale of regular life policies. 
Mr. Patterson, who takes office as 
overnor in January, challenged the 
iperintendent’s right to pass on pol- 
les. Acting in his ex officio role of 
te security commissioner, the at- 
pomey-general said his department 
d not the superintendent’s must give 
pproval. 

Variable annuities, Mr. Patterson 
d, in effect are securities and must 
€ Tegistered with the security com- 
! ssioner’s office. Any insurance com- 
any which attempts to sell variable 
nnulties without such registration, 
e said, will be violating the law. 
Superintendent Horn said in his 
beech that the attorney-general’s 
Hice had drafted a regulation to 
bvern the conduct and advertising 
actices of agents and companies 
ite variable annuity contracts for 




















In reaction to the attorney general’s 
et, the superintendent said he 
ould shortly issue a statement clar- 
ying his position. 


on actual investment over long and 
varied periods of time of a substantial 
fund with the objective of maintaining 
the purchasing power of the fund 
during anticipated periods of infla- 
tion. 

2. If any plan such as Mr. Mc- 
Diarmid described, received wide ac- 
ceptance, past market experience 
would not be repeated because the 
attempt to invest vastly increased 
sums in stocks and little in bonds 
would greatly affect the market and 
make the course chosen by the major- 
ity far less profitable. 


Following Plan Is Difficult 


3. Mass opinion swings with day- 
to-day events and forces action on the 
then current opinion regarding the 
future. Under the actual pressure of 
events, it is very difficult, if not im- 


Warters Attacks McDiarmid’s Plan 
For Expansion Of Stock Ownership 


possible, for an institution handling 
the funds of others to carry out a 
planned program of investment such 
as the one proposed by the author, 
where continuous investment each 
year is to be made irrespective of 
market swings. 

4. The sale and wide acceptance of 
this plan will mean that great num- 
bers accept the inevitability of infla- 
tion as all seek other than dollar in- 
vestments. The author implies this 
will destroy our social and economic 
fabric. 

5. Contracts based on stock invest- 
ment are not satisfactory for those 
who depend on the annual income 
from that investment for day-to-day 
living. Dividends on stock are subject 
to judgment and not only are often 
suspended in bad times, but also at 

(CONTINUED ON PAGE 10) 








NAUTILUS 
‘EXEC’ — Richard 
P. Koehn (right), 
manager of New 
York Life at Mem- 
phis, presents Lt. 
Cmdr. Frank M. 


Adams, executive 
officer of the sub- 
marine Nautilus, 


with a plaque dur- 
ing homecoming 
ceremony at the 
Memphis _ general 
office. The plaque 
contains facsimiles 
of a letter from 


Dudley Dowell, executive vice-president, and a travel permit issued in 1849 in 
connection with a life policy written by New York Life—then known as Nautilus 
Life. The permit allowed the insured traveler, for an extra premium, to make 
the perilous journey around Cape Horn. Cmdr. Adams’ father, the late 
Harry E. Adams, represented the Memphis office in Tunica, Miss., from 1923 


to 1949. 





Another Mutual Life 
And Fire Affiliation 


State Mutual Life and Merchants 
& Farmers Mutual Fire have affil- 
iated in the form of shared manage- 
ment of unified “one stop selling.” 


- This is the second such corporate ar- 


rangement between a mutual life com- 
pany and a mutual fire insurer. State 
Mutual and Worcester Mutual Fire 
affiliated last August. Worcester Mu- 
tual and Guarantee Mutual Fire of 
Springifeld, O., have a working affili- 
ation. 

H. Ladd Plumley, president, and 
Irving T. F. Ring, senior vice-presi- 
dent and general counsel of State 
Mutual, were elected chairman and 
chief executive officer, and vice-presi- 
dent and general counsel of Mer- 
chants & Farmers Mutual, respective- 
ly. Edgar E. Sampson Jr. was ad- 
vanced from assistant secretary to 
secretary to succeed Mrs. Lottie B. 

(CONTINUED ON PAGE 19) 


IAAHU Board Picks 
2, Convention Site 


Appointment of two new members 
to the International Assn. of A&H 
Underwriters executive board, selec- 
tion of a 1960 convention site and a 
proposal for a new billing procedure 
were approved by the IAAHU execu- 
tive board at its recent meeting at 
the Conrad Hilton in Chicago. 

New executive board members are 
Fred Van Urk, United Benefit Life, 
Philadelphia, replacing Webster. Hur- 
ley, Bankers L.&C., New York, and 
Ernest E. Craig, Washington National, 
Washington D. C., replacing St. George 
Grinnan, Richmond, Va. 

Milwaukee was selected as the site 
for the 1960 convention. The 1959 
annual meeting will be in French 
Lick, Ind., June 14-17. 

The board authorized its headquar- 
ters to bill dues direct to each member. 
Records of the billing would be sent 
to local association officers for follow- 
up purposes. 


N.Y. Slates Parley 
On Minimum Deposit 
Plan Abuses Dec. 5 


Complaints Of Wholesale 
Twisting To Sell Financed 
Policies Basis For Action 


NEW YORK—The New York de- 
partment has called a conference of 
life companies subject to its jurisdic- 
tion that are writing the minimum 
deposit plan and also representative 
companies not writing the plan. 

Purpose of the “onference, scheduled 
for Dec. 5 at the “ew York City office 
of the departme:t, is to determine 
whether abuses conplained of in con- 
nection with the sale of this type of 
plan, particularly where advice to drop 
existing insurance is involved, are 
sufficient to warrant action by the 
department. 

Presumably the next step, if the 
department finds action or further 
inquiry is indicated, would be to hold 
a public hearing. The Dec. 5 meeting 
will be only for the companies and 
invited department personnel. Pre- 
sumably it will include those that have 
been complaining that their policies 
have been surrendered in large num- 
bers and amounts, on the advice of 
agents selling minimum deposit plans. 


Mutual Funds Often Used 


Many instances have been cited 
where the existing insurance has been 
surrendered, the cash values invested 
in mutual fund shares and new mini- 
mum deposit insurance sold, the agent 
collecting a commission on the new 
insurance and the sale of the mutual 
fund shares. 

Companies not writing the mini- 
mum deposit plan say they have been 
hit in two ways—by losing through 
surrender business already on the 
books, some of it for many years, and 
also by business that their agents go 
elsewhere to place, so as to sell on the 
minimum deposit basis. A few com- 
panies, though disliking the minimum 
deposit plan, have felt they had to 
issue such a policy in self-protection. 
Others have refused but are actively 
seeking a remedy, though thus far 
unsuccessfully. 

One company is reported to be so 
aroused that its officers wanted to 
go to Washington to seek legislation 
denying the income tax deduction on 
policy loans made within five years of 
a policy’s issuance. But even this 
drastic step might not be entirely 
effective, for at least one company 
writing minimum deposit is said to be 
able to show an attractive buying 
basis even without any tax deduction 
whatever. 


Navarre Resigns 

Joseph A. Navarre, Michigan com- 
missioner, this week announced his 
resignation, effective Dec. 31. He in- 
tends to practice law in Jackson, Mich. 
A past president of NAIC, Mr. Navarre 
had a year to go on his present term 
under Gov. Williams. 
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A&S Business Should Stop Apologizing 
For Its Progress, Chase Smith Tells HIA 


The health insurance business 
should get out of the “habit of 
apologizing” for what it has done, 


Chase M. Smith, general counsel of 
the Kemper Companies, declared in 
his address before the Health Insur- 
ance Assn. meeting last week in Chi- 
cago. He spoke at the luncheon which 
highlighted the individual A&S forums, 
attended by more than 400 member 
company representatives. 

Apology is not the order of the day, 
Mr. Smith said, adding that “improve- 
ment, progress and development are.” 
What has been done “proves our real 
understanding of our responsibilities 
and our ability to measure up to them 
to the fullest degree.” 

1957 Figures Noted 

At the end of 1957, Mr. Smith said, 
insurance companies covered over 70 
million persons for hospital expense, 
over 67 million for surgical expense, 
33 million for regular medical expense, 
and over 32 million against loss of 
income due to disability. 

“Does this record, he asked, “testify 
to bad public relations, to lack of 
public confidence, to a distrust of the 
insurance business? I don’t see how 





the answer possibly can be yes to that 
question. 

“Rather, it proved that people are 
anxious to buy what we have to sell, 
it proves that the insurance companies 
have been competitive, imaginative, 
diligent and progressive in developing 
ever better and broader coverages, 
ever better and more effective methods 
of administration, it testifies to the 
dynamics of the American economy 
which permits a rising standard of 





Photos from last weeks’ HIA reception 
are shown below. 





living as people work, it testifies to a 
better public understanding of econ- 
omics.” 

An optimistic look at underwriting 
practices in relation to the aged and 
persons with a history of tuberculosis 
was taken by two insurer medical 
officials participating in a discussion on 
“Significance of Medical Impairments 
in A&S Underwriting.” Dr. Howard L. 
Hauge of New York Life was moder- 
ator. 

Dr. Joseph C. Horan, Metropolitan 
(CONTINUED ON PAGE 9) 









W. P. Hinsch, American Hospital & 
Life; C. Z. Hanor, Retail Credit, and 
W. Franklyn White, Mutual Benefit 
Life. 


J. Henry Smith, 
Equitable Society, 
past president of 
HIA, with Travis 
T. Wallace, Great 
American Reserve 
of Dallas, the cur- 
rent president, and 
C. G. Ashbrook, 
president of North 
American Life of 
Chicago. 


nan, Western Cas- 
ualty of Fort Scott; 
William deV. 
Washburn, Ameri- 
can Health, and G. 
T. Delahunty, All 
American Life & 
Casualty. 


Paul Light, Pan- 
American Life; 
Donald G. Parker, 
General Reinsur- 
ance, and Waid J. 
Davidson, Pan- 
American. 


J. R. MacLen- 


Smith, Central 
Standard Life; 
T. Helverson, 
Washington Na- 
tional, and William 
Tr. 
Reinsurance. 
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Kirkland Heads Life 
Medical Directors 


Dr. Henry B. Kirkland, chief medi- 
cal director of Prudential, was elected 
president of Assn. 
of Life Insurance 
Medical Directors 
at the annual 
meeting in Hart- 
ford. He succeeds 


Dr. Norman J. 
Barker, medical 
director of Con- 
necticut General 
Life. 

Other officers 





are Dr. Ennion S. 
William, vice- 
president and 
medical director Life of Virginia, who 
was elected to the post of “president- 
elect;” Dr. James R. Gudger, medical 
director of Mutual of New York, 
elected vice-president; Dr. Royal S. 
Schaaf, assistant medical director of 
Prudential, re-elected secretary; Dr. J. 
Grant Irving, medical director of 


Dr. H. B. Kirkland 
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NALU In New Office 
On 13th St. Nov. 14 


WASHINGTON—National Assn, of 
Life Underwriters is moving its head. 
quarters here from 1800 H_ streg 
N.W., to 608 13th street, N.W., Noy 
14. 

The lease is for two years, at the 
end of which the association expec, 
to be in its own building. 

The move from 1800 H street wa 
due to the purchase of the building 
the World Bank, which required ;) 
tenants to vacate. 


Nw National Sales Up 29% 

Northwestern National Life in ty 
first nine months had sales totalj 
$196,179,000, a 29% gain over the con. 
parable period of 1957. Insurance j, 
force increased to $141 million throug, 
Sept. 30, compared with $88 millio, 
last year. 


























Aetna Life, reelected treasurer, an 
Dr. Whitman M. Reynolds, director «i 
medical selection of Equitable Society 
named editor of “Transactions,” — 


































American Service Bureau. 





















Darrell oO. 


J. 


Fee, Employers 


Donald Reither, North American Life & Casualty; J. C. Higdon, preside) 
of Business Men’s Assurance; D. B. Alport of B.M.A., with Otto V. Elder 
















































A.M. Hansen, Mutual Bent 
H.&A.; Miss Marie Mead of the 
and Jack McCuistion, Woodmen 5 
cident & Life. 
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REPUBLIC NATIONAL LIFE INSURANCE COMPANY ® DALLAS, TEXAS 
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LIFE INSURANCE EDITION 


Imagine, Mabel, 
Republic National Life 
having that much 

Life Insurance 


in Force 
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Deceit And Delusion Demonstrated 
To Be Best Way Of Getting Ahead 


Those who stayed through the final 
luncheon session at the recent annual 
meeting of Life Insurance Advertis- 
ers Assn. at Montreal were richly 
rewarded by a set of guaranteed-ef- 
fective directions on how to advance 
in the home office hierarchy by sys- 
tematic deceit and delusion. 

Those who were expecting some- 
thing pretty weighty from the speaker, 
Vice-president Charles B. Laing of 
Prudential, were agreeably surprised 
to find that the somewhat enigmatic 
title of his talk, “The Hidden Persuad- 
ers of Success,” was actually a side- 
splitting satire on office politics. 


Openness Brings Trouble 


As Mr. Laing said in explaining the 
title: “Much has been written about 
how to get ahead in business. Judging 
from my own experience, however, 
there is one basic disadvantage to 
most of the approaches suggested. 
This disadvantage arises out of the 
fact that all of them require overt 
courses of action. It should be obvious 
to everyone that any openly advertised 
course of action designed to further 
one’s career is going to bring about 
reactions or counterploys on the part 
of your adversaries—and by adver- 
saries I mean of course your asso- 
ciates in your company. How much 
better it is to use a subliminal ap- 
proach! Hence my choice of a title: 
‘The Hidden Persuaders of Suc- 
 tybaaeh 

“If each of you examined your own 
career, I am sure you would find, as 
I have, that your progress has come 
about through stealth and accident. 
My own personal analysis has led me 
therefore to develop a private little 
welfare plan, appropriately based on 
deceit and delusion, which is guaran- 
teed to protect one’s income for the 


years ahead. Because this approach 
results in guaranteed income protec- 
tion, I have dubbed it G-I-P, or GIP. 
It is based on the premise that you 
must systematically fool everyone but 
yourself. 


Idealists Invited To Leave 


“Before I get into the subject, I 
want to be sure I have an interested 
and sympathetic audience. So will 
those who believe that progress in 
business is based on merit please 
leave the room and go off to some 


quiet corner and improve their 
minds.” 
Following a brief pause, during 


which no one left his chair, Mr. Laing 
continued: 

“I thought so. Apparently all of you 
join me in believing in deceit and 
delusion and want to hear more of 
the G-I-P plan. I’m glad, too, that 
you approve of the way that I got 
ahead.” 

In the first of four phases of of- 
fice behavior, “bamboozling bosses,” 
the most important impression to 
make is that of being a person of 
unusual initiative. One good way is 
to anticipate the boss’s every request. 


Solution: The Boss’s Secretary 


“Nothing will impress him as much 
as your ability to lay before him a 
complete set of proposals with respect 
to some problem he threw at you on- 
ly minutes before,” Mr. Laing advised. 
“Since all of us actually have little or 
no initiative and, further, have dif- 
ficulty in reading vacuous minds, 
this is extremely difficult and you 
are certainly justified in asking how. 

“The solution, gentlemen, is the 
boss’s secretary. Who, better than she, 
knows his thinking, his interests, his 


(CONTINUED ON PAGE 18) 
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College Placement, 
Life Men Confer 


Some 165 life company representa- 
tives and college placement officers 
participated in the Mid-West Life 
Insurance Conference for Placement 
Officers held at the Edgewater Beach 
Hotel in Chicago recently. 

Sponsored by 21 midwestern life 
companies together with 13 companies 
not domiciled in the midwest, the 
conference had invited college place- 
ment officers representing 68 mid- 
western colleges. Chairmen of the 
conference were R. J. Wetterlund, 
Washington National, and A. Rogers 
Maynard, Metropolitan Life. 

Meetings were built around work- 
shop sessions to provide a maximum 
exchange of ideas and information 
on problems of mutual interest to the 
life companies and college placement 
officers. The talks were planned from 
the viewpoint of the placement of- 
ficers and their relationship to the 
life insurance business. The speakers 
included Hess Sears, Equitable Life 
of Iowa; Harold J. Cummings, Min- 
nesota Mutual Life; Holgar J. Johnson, 
Institute of Life Insurance, and John 
E. Steel, Ohio State University. 


State Mutual Life Shows Gains In 
All Lines During Third Quarter 

State Mutual Life’s annual new 
paid premiums for individual A&S 
policies in September were $51,377, a 
record. Total annualized group pre- 
mium production for the first nine 
months of 1958 was 68% ahead of the 
same period last year with new pre- 
miums totaling $4,457,940 as compared 
with $2,658,285 in the January-Sep- 
tember period in 1957. Group life in 
force was $942,429,052. 

Paid production of ordinary life 
during September exceeded $14,653,- 
000 and ordinary sales during the first 
three quarters of 1958 were 11.6% 
ahead of the nine-month period in 
1957. 


















Detroit 


100K, 


YOUR OWN AGENCY 


2, Michigan, 


Founded in 1878 Home Office 
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inderella,! 


we’re no fairy godmother, but... 


we think we've got something that will help you turn your 
present “pumpkin” into a “golden coach.” Look at these facts: 


1. We've got the top agency building contract for the man who wants to build 
an agency of his own. 


2. A career agent’s contract second to none, with liberal first year and renewal 
commissions, group insurance, and pension plan. Also, Home Office training 
designed to get the new man to the top in a hurry. 


3. A very complete Rate Book, with all the latest types of plans, designed to meet 
every situation. 


We have several excellent territories still available in the United States and Canada. 


If you're interested in an agency of your own with an expanding organization, 
contact The Maccabees, a Life Insurance Society, 5057 Woodward Avenue, 


MACCABEES — a Life Insurance Society 


Detroit 2, Michigan 
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Cartwright Stressesily 
Growth Potential Off 
Life Insurance Stock\Act 


Levering Cartwright, president j Elgii 
orthv 


Cartwright, Valleau & Co. of Chie 
insurance stock investment speciajj 
addressing the Exchange Club of & 
kakee, described life insurance stg 
as offering great promise of 
rupted growth, perhaps better 
any other industry. Illustration 
fantastic gains that could have 
made in life insurance stocks ; 
treacherous guides, however, 
Cartwright said, because they 
mainly comparisons of what the} 
equity was worth after becoming 
hausted and profitless in the dep 
sion of the 30s with what that stock; 
worth after 25 years of recovery » 
growth. This type of gain is theoreit,s 

































ing life stocks for that kind of a x; 
will be “sadly disillusioned.” 

On the other hand, life  stod¥or Fac 
bought in anticipation that over typr” wri 
years there will be a constant magnififti 
cation of value, 10% a year for ex 
ple, may find the expectations g 
ceeded. 

Mr. Cartwright said about the 
cloud is that the promotion of jj 
shares may get out of hand, either} 
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new companies or established ong In ad 
The public has a high opinion of jifMr. Fas 
insurance and could be sucked intppf simul 
life insurance stock bubble, Moth sid 







warned, remarking that this would fog 
costly not only to the public, but coufasse 
sour the reputation of life insura 
itself and lead to legislative trout 
“It is paradoxical,” Mr. Ca 4 
observed, “that U. S. Sen. O’Mahongnd rese: 
of Wyoming, who heads the senatoripas used 
investigation of insurance regulatiog0,000,0 
is putting such emphasis on the diffpecords. 
culties encountered by new insurahomplete 
companies of procuring licenses 
various states. He implied that sq 4 fell 
regulation is thus stifling competiig¢™¢rca 
and enterprise. I am by no meg! Actua 



















pleading for a closed door policy, Actua: 
in my book the public is better sen” wae 


by a policy that puts the brake§ 
promotional operations in such 
highly sensitive field as insuram 
A life insurance investment, hes 
appears to offer small risk for them. Be 
tient investor. While market re In th “4 
may be disappointing for a while, old the 
forces inherent in the business § 

: pei? “pend 1938 
produce ever increasing increment? 
value will eventually cause the inv), 
ment to look like a brilliant move. @, 
buyer of life stocks can 00: 
anticipate to reap the fruit of ¢ 
pound interest plus great growth 


inctio1 
hese fell 
im 0 ation 
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to population increase and the py, rt 
bility of ever increasing public at, with 
ance of life insurance. There miglh i914 
other favorable factors to affet# the ‘a4 
market such as a break ork Life 
cancer or a public retreat from§,.. of 
use of tobacco. held uw 


Pa. Halts State Employe ; hn = 


Group Plan Purchase fist Nine 
Although Pennsylvania has #4John 4; 
authorizing the commonwealth #¥e during 






of its departments to buy group#08 incre 
and A&S insurance for its empije same 
Attorney General McBride has ting the 
that until the legislature specl@fl% less 
appropriates money for this puapar ago, 

the program cannot go into effett™Sales of 


ruling was made on a request 16% in th 
state health department to buy last 5 
coverage for its employes. Ftiod. 
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pssesitigin Fassel Retires 
ial Ofatter 44 Years In 
tocksiActuarial Field 


# gigin Fassel, senior actuary of 
orthwestern Mutual Life and an 


resident 
of Cc Nits 


t speciali internation- 
‘lub of Ka ally known leader 
rance st in the actuarial 

of unin field, retired Oct. 


better 31 after 44 years in 
strationg: actuarial work and 
| have 34 years with 

stocks Northwestern Mu- 
wever, jf tual. 


Mr. Fassel had 
been actuary of the 


e they 4 
hat the 


ecoming company for seven 
the dep years before ad- 
that stock Elgin G. Fassel vancing in 1953 to 
ecovery a senior actuary. He 
| is theoreifhad joined Northwestern Mutual as an 
t those buwssistant actuary in 1924 and had been 


nd of a ridmade associate actuary in 1945. 
ned.” Mr. Fassel’s paper on “Insurance 
life stodifor Face AMount or Reserve if Great- 


rat over ther.” written in 1930 for American In- 
tant magniiititute of Actuaries, set the stage for 
ar for examthe life insurance retirement income 
ctations alan. A model for all subsequent dis- 


ions of the subject, it set down 
out the oghe mathematics of the plan, reduced 
otion of li@t to a formula basis, and simplified 
nd, either he work in computing premiums. 
plished ong In addition to his actuarial work, 
oinion of lifMr. Fassel is noted as the inventor 
sucked inf simultaneous photography in which 
bubble, Mpoth sides of a document can be pho- 
this would fographed on microfilm. Five of the 
lic, but coiassel cameras have been built by 
ife orthwestern Mutual since 1938, when 


ative trouMr. Fassel completed the invention 
r. Cartwrig@fter many years of experimentation 
n. O’Mahongnd research. Since 1939 the company 
the senatorpas used these cameras to make some 


e regulatiog®0,000,000 microfilm pictures of its 
on the ditecords. 
lew insufaifompletes Fellowship At 23 


A fellow of Actuarial Society of 
America and of American Institute 
f Actuaries (which became Society 
‘or policy, Actuaries by merger in 1949) and 
better sng associate of the Institute of Actu- 
the brakes ries of England, Mr. Fassel has the 
in such tinction of having passed each of 

: mese fellowship and associateship ex- 


ied that st 
ig competit 
by n 


: t, bal minations in a single sitting and of 
ry the@2"Ng completed the Actuarial So- 
hr pet fellowship at the age of 23. 
nar. hile In the American Institute, he has 
"aa bes a eld the posts of governor (1924-36 
Dusings fed 1938-49), president (1945-47), 
ce the inm@tY (1926-33) and editor (1924- 
ie a b); and he has contributed numerous 
ant ey ePets published in the proceedings of 
pe of ¢ he society and the institute. He is 
vyth a member of the Senior Actuaries 
at = aif Ud of New York. 
nS 4 Mr. Fassel began his actuarial ca- 
pu ec with Imperial Life of Toronto 
hee ‘oat 1914, and from 1919 to 1921 served 
; to n the actuarial department of New 
ak ork Life. In 1921 he was made ac- 
reat from 


of Cleveland Life, a post 
e held until he joined Northwestern 


utual in 1924. 
aploye ban Hancock Ordinary Sales In 
1a8@ frst Nine Months Gain 35.2% 


ria has 24John Hancock’s sales of ordinary 
nwealth of during the first nine months of 
puy group 98 increased 35.2% over sales for 
r its emp~yF same period in 1957. Group sales 


3ride has @ting the first nine months were 
ure speciil#-1% less than in the same period a 
r this puipar ago. 


into effet Sales of weekly industrial declined 
request 6% in the nine months as compared 
t to buy : Pas year’s figure for the same 
yes. 
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Efforts To Curb Group Are Futile, 
McDonald Tells Life Advertisers 


Advocating a more cooperative atti- 
tude toward group life on the part of 
agents, Edwin C. 
McDonald, group 
vice-president of 
Metropolitan Life, 
in his talk at the 
recent annual 
meeting of Life In- 
surance Advertis- 
ers Assn. listed 
some questions: he 
said he’d ask him- 
self if he were an 
ws agent again. He 

: contended that 
Edwin C. McDonald group insurance 
helps personal sales. 

“If group insurance helps personal 
sales, let’s do it and not go about it 
half-heartedly or by a house partly 
divided,” he urged. “If people want 
and need such death benefits they 
will get them. State limits on group 
life amounts has not stopped employ- 





Philadelphia Insurance 
Phone Book Published 


The Philadelphia Insurance Tele- 
phone Directory has just been pub- 
lished by the National Underwriter 
Co. In it are the names, addresses 
and telephone numbers of persons 
active in Philadelphia insurance. 
Copies may be obtained for $1 each 
from the National Underwriter Co., 
420 East Fourth street, Cincinnati 
2, Ohio. 


ers from providing large amounts of 
employe life insurance from other 
sources, 

“It is up to us whether they get 
them with or without the help of the 
insurance industry. If people want 
smaller cars they will get them. If 
pcople want to travel by air or bus 
they will do so and the railroads can’t 
deny them that facility. From concrete 
experience over the last 10 years we 
have seen this illustrated time and 
again. In spite of statutory limits on 
group life insurance, employers have 
refused to stand ‘hitched’ to any 
$20,000 or $40,000 maximums or some 
legislative yardstick which says 1% 
times pay is ample for group life 
insurance. 

Gives Ohio Oil Example 

“What have these employers done 

to meet the problem? Well, a good 


illustration lies in the following quo- 
(CONTINUED ON PAGE 11) 











Girardian Moves To HO 
In Dallas Exchange Park 


Girardian has moved its home office 
to a new building in Dallas’ Ex- 
change Park, multi-million dollar com- 
mercial development. The new center 
covers more than 140 acres near 
downtown Dallas and contains office 
buildings, hotels, stores and other 
facilities. 

Monumental Life, in preparation for 
its entry soon into the group field, is 
organizing a group department. 





YOUR ANSWER TO 
A UNIVERSAL PROBLEM 
PV te], [cm 3 1d hed 4 te) 


This brochure will help you sell one of 

the most highly successful merchandising plans 

in the field of income protection insurance. Every 
employer faces the problem of financial security for key 
employees. Provident offers an exclusive plan of financial 
protection against loss of earnings through disability, utiliz- 
ing the best of long term non-cancellable and guaranteed 
renewable coverage. These illustrated pages present the 
problem and the solution in simple, effective language. 


Write for your copy of Brochure E-10 — your first step to 
a series of profitable sales. 
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More NALU Committee 
Chairmen Appointed 


WASHINGTON—William S. Hend- 
ley, Mutual of New York, Columbia, 
S. C., NALU vice-president, has been 
appointed chairman of convention 
program committee for the 1959 an- 
nual convention of National Assn. of 
Life Underwriters. 

Walter G. Meyers, general agent of 
General American Life at Rockford, 
Ill., has been appointed chairman of 
the disability insurance committee, of 


which he has been a member for the 
last three years. 

Reappointed as chairmen are Jack 
A. Stewart, Phoenix Mutual Life, 
Cleveland, education and_ training 
committee, and R. B. Walker, New 
York Life, Hollywood, Fla., relations 
with accountants. 

Paul Brower, director of advanced 
underwriting for Mutual Life of New 
York, will speak at the monthly 
luncheon, Nov. 20, of Milwaukee Assn. 
of Life Underwriters. 
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Modern Woodmen Open 
House Marks 75th Year 


Modern Woodmen of America has 
three open house events scheduled 
this month to climax observance of 
its 75th anniversary. It will also un- 
veil its newly installed Univac file 
computer system. 

A special preview night for press, 
radio and television representatives 
will be staged Nov. 12, and the Rock 
Island office will be open to the public 
the afternoon and evening of Nov. 13. 
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‘1. N© THE A@TNA LIFE MAN 


The Field 








Sales Team 














succeed in life insurance selling . . 
ladder . . . who is a friend, a counselor, a booster. 

Others are agency staff members including experts in specialized 
fields — advanced underwriting, group insurance, pensions, and acci- 
dent and health. The experience, knowledge and sales ability of such 
men are always available to the Aitna Life man. They guide him in 
developing and closing cases which can provide extra service for clients 
and substantial commissions for the salesman. 

These general agency teams provide the leadership and inspiration 
essential to AEtna Life’s proved program of training and selling for 


success. 





These men behind the A2tna Life man are members of the General 
Agency staff. They are important men in his business career. 

One is the General Agent who first showed the man how he could 
. who watches his every step up the 
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AINA CASUALTY AND SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 
Hartford, Connecticut 
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Featured will be tours through hg 
office departments and a demons, 
tion of Univac. 

The society’s home office has bgp 
located in Rock Island since 1897, 
was founded in Lyons, Ill, Jan 
1883. 











Ind. Life Men To Hold 
Midyear Rally Nov. 21-22 







chuse 
Dates for the midyear Meeting fa talk 
Indiana State Assn. of Life Ungafinter 


Portle 
the 

throu; 
broug 
influe 
from. 
influe 
lines. 
At 1 
Regini 


writers have been set for Nov. 214 
in Indianapolis, Marott Hotel. Ope, 
ing the meeting at noon Nov, 2] y 
be an Indianapolis chamber of em 
merce luncheon in honor of (p 
Pritchard, newly elected president , 
NALU. 

A feature of the program will be, 
association workshop the evening , 
Nov. 21 under the direction of 4, 
Bickerton of the NALU staff, tyithat 
items scheduled for the business g.§needs 
sion Nov. 22 are a report from a ps) Then 
cial committee under Francis Dayfgoal 
general agent Indianapolis Life, Mg}sion.” 
on, on plans for formation of a stidpaints 
general agents and managers asgo¢:; Mr 
tion and a resolution on Blue Old 
Blue Shield. It is understood the lowin 
lution will be patterned after the nee 
already adopted by International desire 
of A&H Underwriters and Kentucky iob al 
State Assn. of Life Underwriters, oti 
tucky has called upon other state jj The 
associations to pass the resolution. |i or. 

Brady Minnis, superintendent 
























agencies American United Life, is a 
charge of the meeting. tions f 
tivity” 


averag' 


Nw National Adds Two a 


Directors, Doubles Capital ws 
nvoive 


Harry G. Barnes, vice-president ( The. 
Gould-National Batteries of St. Pa one 
and Richard L. Kozelka, dean of tituccess 
business school at the University ¢ 
Minnesota, have been elected director alty, 
of Northwestern National Life. Thihiece 
election followed approval of a pn where | 
posal to increase the board from lit 
17 members. rom a 

Also approved was a proposal # « w 
increase capital from $2.2 million 4), e 
$4.4 million by transfer of $2.2 milli olding 
from surplus. The par value will §; 
increased to $20 a share from i 
previous $10. No additional shares W 
be issued. tori 

A dividend of 75 cents payable gS 
10 to stock of record Oct. 31 wi 
declared. 














as a © 


bales st 
Colo., Utah Insurers Plan Merget, ‘ere 
Florida, Tex. Companies Combisfis_ mo 

Great Eastern Mutual Life of Deng”°Wine 
and Ideal National of Salt Lake @ 
are negotiating a merger. Stockholig 
of both companies will meet Nov. 
to vote on the proposal. | i L 

If approved, the merged compalij ev 
would operate as Ideal National 1% 
headquarters at Salt Lake City, @ INS| 
business in Colorado, Utah and ™ 
Mexico. 

It is contemplated that at least jl 
of the stock of Great Eastern Mul L 
will be retired by Ideal National 

Great Eastern Mutual has © 





of $153,247 and $11 million insu Cart 
in force. 
Afro-American Life of Jackson” RB 


Fla., and Watchtower Life of Hous 
have merged operations and will 

tinue as Afro-American Life. "3 WAbas} 
ance in force will total approx os 
$60 million and assets $10 mil 
Afro-American Life will © 
Texas, Florida, Georgia and f 
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. ‘get through’ to the prospect.” ; Buesing, Mutual of New York, presi- 
a Ho heehey Talks About Paul Keller was general chairman J ack Manning Feted dent of New York City Life Managers 
c NStr: 


ood Communications {x the sessions, which were sponsored On 10th Anniversary Assn., of which Mr. Manning is also 
by the Oregon Assn. of A&H Under- managing director; Spencer L. McCar- 


te 1 A&S Sales Meet writers in cooperation with the Wash- With N. Y. City Assn. ty, Provident Mutual, Albany, manag- 
If one is to succeed in the produc- ington and Vancouver, B.C., associa- NEW YORK—Jack R. Manning ing director of New York State Assn. 
..—or sales—of insurance, that one tions. seein dieadtmind New York City of Life Underwriters; Harry K. Gut- 
wet have the sound ability to ade- Mr. Sheehy said he believes that ging Life Und it Y mann, Mutual of New York, New York 
Sule express himself—not merely management in general fails to devel- ry po mpsateee ei City, vice-president of the state as- 
Id we “good talker,” according to Henry ©P an adequate public relations pro- h 4 ye Ay a sociation; Julian S. Myrick, Mutual of 
G. Sheehy vice-president of Massa- 8fam, including a vital sales policy, monial dinner giv- New York, chairman of American Col- 

21-22 chusetts Bonding at San Francisco, in 294 worst of all, so many companies en by his friends lege and a past president of the city, 
‘ talk before the members of Northwest do not train their field men enough. and emsocietes cm, SE and national associations; Stanley 
MOE inal A&S Sales Congress in What is public relations if it doesn’t th ‘on of his Wayne, Mutual Benefit Life, vice-pres- 
Life Unde, wove Ore. Mr. Sheehy emphasized ™ean that management desires to have aa occa m8 ~ ident of the local association; Superin- 
r Nov. 21ygPortian ‘ower of communication” the public think well of their company? nage gorse escent tendent Wikler of the New York de- 
Hotel. Opeagthe art his address, but he also How else can that be accomplished sd t ae ree partment; Charles Anchell, New York 
Nov. 21 et out other phases having except through salesmanship, whether iste : Life, president of the local association, 
ber of cqggbrous ces upon the insurance business the means utilized are advertising, The tributes at Benjamin S. Salinger, Mutual Benefit 
~ Be tne ability to convince and 800d personnel relations or fair deal- the formal dinner, Life, who was president of the local 
President Pace others along constructive img, to name but a few of a long list. held in the Sert association the year that Mr. Manning 
m will rag “Let us consider the salesmen—the Jack R. Manning aera = rn a. was picked for the position and hence 
> evening yj At the opening of the sales congress, field men—our outside ambassadors of in; ‘statted ‘oft -with song’ with verses had primary responsibility for the 


; ‘ ill. i pill : hoice; and Mr. M ing hi if. 
tion of Amp Reginald Sny der told the 250 A&S men #000 will. They are the men-who m a giving humorous biography of the hon- i yeendiiony the wenitied. alti’ Gandwabia 


successful A&S salesman 8reat many businesses are responsible . : t 

Mer... etn tall in love with his business, £0 making wheels go round. A good ored agp chai aoe mee — be ape to Mr. and Mrs. Maning was a high 

tran then he must set a goal and let that Sales organization is the lifeblood of S°TONS: Thous) never appressive Y S°- fidelity phonograph, the gift of the life 
a Spe 


. pede ractically all business, but in no Arthur Sullivan, Fidelity Mutual, underwriters association, the mana- 
rancis Darig £02! eecome © eet Chane aerate is this more true than insur- immediate past president of the asso- gers association, and the presidents of 
is Life, Mar.) sion- f 3 ance. Yet, how often do we see Ciation, acted as toastmaster. He was the life underwriters association under 
on of a saifPaints Glowing Picture inexperienced, unprepared sales people Chairman of the dinner committee. whom Mr. Manning served during the 
BETS associt Mr. Snyder, who is vice-president of or sales agents.” ‘Other speakers included Charles past 10 years. 

- Blue Qld National of Houston, painted a i 
ood the reef slowing word picture of the successful 
after the oycaiesman as one “with a burning 


nd Kamae, make 2 profession out of OO 


‘writers. Ket success wherever he goes.” 

ther state lif The successful salesman needs to 

esolution. jo creative thinking about his job, 

‘intendent Gaccording to John F. Gaule, vice- 

2d Life, is tlpresident and director of field opera- 
tions for Mutual Benefit H.&A. “Crea- 
tivity” is the difference between the 

. Two average salesman and the _ highly 
uccessful one, he said. “It can’t be 

Capital bought, it has to be developed and 

presi involves ingenuity hp originality.” 

aa The proper use of “ideas that click” 

s Of St. Pais one means of providing a road to HARVEST TIME 

’ dean of success for the A&S man, Carl A. 

University Gemst, North American Life & Cas- 

ected director said. He suggested sticking a “The frost 1S on the um kin (or soon 

al Life. Thethiece of folding money in a pocket P P 

oe Bs fe Ay where it can be seen by the customer 
“as a means of changing his attitude { is 1 2 
ee, aneing bis ait will be) and the corn is in the shock... 

- million | “I have yet to see a man with a 

. pour expression who is looking at D oe 

of SMM money. Money for fotune de Which means the fruition of the year’s 

value will Bivery when wanted is what we are 

are from ‘Felling,” he pointed out. The exhibit ° ° 

nal shares Wf money emphasises the point. labor S, and time for good Life Insur ance 


ce has } 
nce 1897, 
Ill., Jan, 





Oct. 31 v4 8. L. Horman vice-president and 
bgency director of Time of Milwaukee, men to get up and go! 
mphasized the need to present the 
an Mena “ seed in words the prospect can O b 
ai ‘phderstand. “Selling,” he contended, urs ar us 
ies Combin{'s more than being articulate or — a 
Life of Den" knowing one’s product. We have to 
Salt Lake 
r. Stockholdd 
meet Nov. # 
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ged compal 
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For.One-Stop Insurance Facilities 


The impression that some com- 
panies, notably Life of North America, 
believe there is a 
“sround swell” of 
public demand for 
“one-stop” all- 
lines insurance 
service was clari- 
fied by Edmund L. 
Zalinski, execu- 
tive vice-president 
of Life of North 
America, in his 
talk before’ the 
New York City 
Life Managers 
Assn. 

Answering a question put by Hal- 
sey D. Josephson, Connecticut Mutual, 
Mr. Zalinski agreed that consumer 
“demand” in this connection doesn’t 
mean the public is putting the pres- 
sure on the insurance business to pro- 
vide one-stop service but rather that 
the public has been conditioned by 
changed circumstances to be readier 
for the one-stop insurance setup. In 


Edmund L. Zalinski 





actual practice, he likened the pub- 
lic to the board of directors of a cor- 
poration: Neither the board nor the 
public has any definite ideas until 
these ideas are presented; then if 
they like them they buy them and if 
they don’t like them they refuse to 
buy. 


More Than Buyer Preference 


In his prepared talk, Mr. Zalinski 
noted that the changes in methods of 
competition “are not wholly due to 
consumer preference.” Like every 
other industry, insurance is faced 
with mounting costs, particularly the 
cost of clerical help. 

“At the same time,” he said, “we 
are offered the possibility of reduc- 
ing these costs through the use of 705s, 
Univacs, and other labor-saving de- 
vices. However, all this machinery is 
expensive and requires a large vol- 
ume to make its use practical. So 
here again we are back to the necessi- 
ty of high sales volume, to make 
possible the lower prices demanded by 




































sults in more sales. . 





Advertising Support 


Regular personal advertising “introduces” a Cal-Western 
Life agent to potential insurance buyers in his sales area 

. . while the company’s hard-hitting national ad program 
“pre-sells” prospects. This strong, continuing support re- 
- more income! 
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Zalinski Clarifies Public ‘Demand’ 


the public. Those who are so inclined 
could regard the entire process as a 
vicious circle. Vicious circle or not, it 
looks as though it’s here to stay.” 

Mr. Zalinski pointed out that not 
only in insurance but in almost every 
line of business low-margin mass mar- 
keting is “here to stay.” The cor- 
ner grocer has all but been eliminated 
by giant supermarket chains, using 
mass purchasing and marketing meth- 
ods to induce the housewife to do all 
her shopping at one nearby store with 
convenient parking facilities. 

Department stores open suburban 
branches to compete with discount 
houses in the cities. Banks provide 
drive-in facilities and broaden their 
services to cover everything from 
personal loans to complete trust de- 
partments. 


Must Meet Competition 


“To meet this kind of competition 
for the public’s discretionary buying 
dollar, the insurance business is find- 
ing it necessary to reduce its costs of 
distribution and at the same time to 
offer the client a more complete in- 
surance service,” said Mr. Zalinski. 

“Despite the tremendous market for 
life insurance, we must never forget 
that we are competing for the same 
dollars as every other form of enter- 
prise. In the personal lines, we are 
in competition with the grocer, the 
clothier, the home builder and all 
other consumer products. In the 
business field, we vie with many 
other suppliers for the manufacturer’s 
dollar and can only succeed by being 
as dynamic in our methods as the 
competition. 

“Those agencies and companies will 
prosper which adapt their marketing 
methods to the changes which have 
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occurred in the way people live, eg q, 
and spend their money. Other thin, 


being equal, people will give the 
insurance to the agency with whig 
they can satisfy all of their needs anf... , 
with which they have the most fF a 
quent contacts.” eel 
Mr. Zalinski emphasized that "> 
doesn’t mean that there is only out“), 
way to sell life insurance or that ¢ aootd 
multiple-line approach is nec wep 
going to get the better of the mont, 


line forms of distribution. — 
Many Ways To Sell ate f 


“After all,” he said, “individual yf? 
insurance policies are being succes?” 


, 




































fully sold by ordinary agents, conf ™ 
bination agents, and _ independayt”® * 
agents or brokers. While these agen! 3 

have been selling individual life pol.” o 
cies, they have also been selling ' Sa 


insurance, which has not narrowg{ 
the individual policy market to the” 3 
extent that people feared it would, #f th 
“It boils down to this: The Ame?” 
can public is woefully underinsury 00. 
and we need to utilize all possith) “The 
methods of distribution in order ,jmeasur 
increase the family ownership of }ippospita 
and A&S products before the govem.pne n¢ 
ment or someone else does it for ys"he mé 
Charles Buesing, Mutual of Neygate w 
York, association president, condu¢.@%. E 
ed the meeting. Bernard Bergen, My.fompar 
tual Trust Life, program chairmy, 
introduced the speaker. i 


Name New CLUs At Minneapolis 

The CLU designation was conferre 
on seven members of Minneapolis Litt 
Underwriters Assn. at a recent lunch 
eon sponsored jointly by the associ: 
tion and Minneapolis CLU chapter, 
Principal speaker was Hal Nutt, d- 
rector of Purdue Institute. 
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1. Tw 
men ci 
plete 
gvarai 
“Since its organization in 1900, and ¢ 
the guiding principle of Liberty person 
quality 
National Life Insurance Company prospe 
has been to achieve success by 
ae ae 2. Inte 
deserving it; to protect its policy. arch m 
holders and their beneficiaries with a 
up 
fa fair, unselfish contract and to pat 
construe it liberally in their favor; vanced 
Result: 
to serve them faithfully, adequately, do the 
honestly and economically.” 
3, Prev 
men en 
centive 
two yer 
tog : 


Insurance Company establis 
indebte 








vember 8, lauifovember 8, 1958 


Fone pays ASS Should Not 
y- Other thin 2 

give thafpologize For Progress 
hey with whi (CONTINUED FROM PAGE 2) 
their needs an; ife, speaking on “Complaints of the 
p the most ¢ nior Citizen,” said his company’s 

perience has been “quite Satisfac- 

sized that th ory” in the field of individual and 
Pre 1S only g amily hospital and Surgical benefit 
nce or that 4 overage Of persons 65 years of age 
h 3S Necessariy nd over, which amounts to some 
. of the mom, 1,000 persons. 


“Looking at the hospital admission 
ate for the year 1957,” py Horan 
en ,meported, “we had a rate per 1,000 
individual it on of 125 in the standard hospi- 
eing su al and surgical. It is quite likely that 





Ray W. Melvin of ‘HIA; Oakley 


Baskin ’ 





general agent Mutual Benefit 
representing Inter- 
A&H Underwriters, 
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Society, Said in 


Mr. Miller, 













Coverage, and the termination of 
individual Policies are three 

areas where insurance 

aaa be doing more, Morton D. Mil- 
er, 


second vice-president Equitable 


is chairman of 
Health Insurance Council, Said cover- 
age for senior citizens was highest on 
the list of things doctors and hospitals 





insurance Companies should concen- 


trate on. 
“Doctors and hospitals alike, in 
reacting to i 


of 10 cents, 
to Stockholders of record on Nov. 7, 





Y agents, cop 5 : : with Bruce Gifford, managing director 
. he population rate might be as high 

! indep nde? Po admissions per 1,000 ana in of IAAHU, at HIA reception. 
ridual Mee his experience the rate ,is about half Discussing the underwriting of . 
n sellin pf the normal experience. tuberculosis, Dr. Hauge said “we have 

yen Be In medically selected cases, Dr. more reason for optimism in our 

market to g,porman declared, the rate for males approach to this disease than we ever 

d it would, rs 132 admissions per 1,000 exposed had before.” 

s: The nd the rate for females was 120 per After tracing the recent progress in 

De 000 2. 

’ unde ‘ 


© all possi.) “The effect of underwriting can 
1 in order ,fmeasured,” said Dr, Horan, “by t 
nership of jppospitalization rates as they occur 
re the govem.fhe non-medical group 
itual of Nev ate was 198 and the total 
lent, condug. 
Bergen, My. 


1m chairman 


rate w 
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Why 


DO 
62 FURTHER FA 


-.. here 


men can offer every Prospect com- 

ete Protection—non-cancellable, 
guaranteed premium rate health 
and accident, and Participating 
personal and business life. Result: 
quality policies for all of the 
Prospect's needs! 


| 1. Two quality products: Monarch 


2. Intensive sales training: Mon. 
arch men are trained at our Home 

ice Training School, followed 
Up by agency training meetings, 





3. Practical financing: Monarch 
men enjoy the benefits of an in- 
Centive bonus plan for their first 
'Wo years, whic Provides income 


lo g satisfactory level, Result: 
deur in business without 


LIFE 


“ SPRINGFIELD FIRE 
AND NEW ENGLAND INS 





Conversions, 
O€s it for y*Whe male rate was 176 and the female 


8. Even these figures are below 
omparable ones, in other experiences,” 


TB control, the New York Life medical 


be officer Suggested that 
he 


in not likely 
as he has 
improved 
as disease, 
Hospitals 


in the past” 


and doctors 


® 


STER 


are five main reasons 






4. Group sales: Monarch men can 
omer group insurance as well as 
ersonal insurance — roup disa- 
ility income, group Ospitaliza- 
tion, and group life. Result: ne 
missed sales Opportunities! 


5. Management Opportunities: 

onarch men only are chosen as 
our agency Supervisors, training 
school instructors, general agents 
ana Home Office agency execu- 
tives— without exception. Result: 
@ management training program 
that is working! 


Want more details on why | 
[ onarch men get further 
faster? | 


Write to our Dept. PR-9. 
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INSURANCE COMPANY 


he. SPRINGFIELD, MASSACHUSETTS 


AND MARINE INSURANCE COMPANY 
URANCE COMPANY 





a person who 
has a reactivation of tuberculosis “is 


to present as large a claim 


because of 
methods of treating the 


feel coverage 
for the aged, the writing of broader 
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Personal Production And 
Earnings Increased While 
Building An Agency 





Mr. George Bernstein 
Miracle Building 
220 Miracle Mile 
Coral Gables, Florida 





Dear George: 
i your town 
i i tablished a new agency in 
eb heya aoe <amaiael General Agent = gona 
of 1956. You enjoyed immediate success wit yeeros 
peoini In addition to increasing your personal p 





Mr. George Bernstein 

Miracle Building 

220 Miracle Mile 

Coral Gables, Florida | 


Dear George: Me 
i till in order! 
Congratulations are s 
When I wrote you the attached letter = ett | 
I cclieal that your earnings for t — a | 
a your 1956 income by a good — pn Acne 
proves A did; but my prediction of a “g 
was an understatement. ; a 
I note with considerable pride pe —— 
ne 1988 will be an even better year for = Pech 2 
elitindin and overriding continue to 


increase. ee 
*s interesting to note that when you ome _— 
pa me Life the latter part of 1955, the Comp eee 
$750,000,000 of life insurance in force. Today ree 
eal than a billion dollars of life insurance in force. 


i Ss 

While we believe that our methods, our ae ——— | 
d our sales material have been instrume epics | 
Pe vai record and Protective _— pn ge “i _— rs | 
* i share o 
alize that the greater i | 
bi yet ge others like you who have served so w | 
for so long. Pte | 

I want to tell you again how agg sil ey — 

havi ou represent Protective Life. = 

‘ wai Lr good companies — ba pues: 
i ife i ance success. Protectiv ¢ | 

ee ae it the chance to provide you the 


opportunity. 
Your sincere good friend, 





William J. Rushton | 


President i 
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Warters Attacks McDiarmid's Suggestions For 
Expansion Of Stock Ownership By Life Insurers 


(CONTINUED FROM PAGE 1) 


times when the company thinks it 
profitable to use earnings otherwise. 

6. Any such program of institution- 
al investment on a large scale would 
give institutions a large measure of 
control over the nation’s corporations. 
This is undesirable in our economy 
and Congress has traditionally op- 


posed such control. Stock not carry- 
ing the voting privilege would cer- 


tainly not be attractive investments. 

7. There is no magic by which we 
in the United States can have a war 
(cold or hot), government deficits, full 
employment, and increases in wages 
above increases in productivity, and 
still have all of our citizens come out 
ahead financially. If all avoid invest- 
ment in bonds and fixed-dollar com- 
mitments, the price will have to be 
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THE LIFE 














FeNATIONAL UNDERWRITER 


paid in some other way, either out 
of current earnings or accumulated 
values. 

Mr. Warters differs with Mr. Mc- 
Diarmid on the inevitability of furth- 
er inflation, saying that “our people 
are learning to fear and hate infla- 
tion” and are becoming increasingly 
aware of its causes. 

“Perhaps there are today in our 
country forces moving which will 
correct the purely domestic causes of 
inflation and give us a stable dollar 
even while the cold war continues,” 
he said. 
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Mr. Warters commented that the 
would be great risk in guaranteeing Ett 
a cash value of 75% of the r 
when that reserve was invested 
tirely in equities, as it would be ung tatior 
one plan suggested by Mr. McDiarnj, Ohio 

“It is very comforting to see tah «« 
showing that in the past this woyy pan 
have worked in all but a few ye rth 
and hope that the bad periods w Ohio. 
not be repeated,” said Mr. Warts ns 
“Insurance companies cannot igng may 
the possibility of lean periods, Qy comp: 
clients have to eat in those yeanf icate 
too. We also must assume that ma For t 
clients will be affected by mg 
opinion and come to us for ¥ 
money just when stock values ar 
the bottom.” q 

Mr. Warters conceded that 3 
McDiarmid’s suggestion that f 
bonds would be issued and m 
stocks would be offered if pe 
stopped buying bonds and ' 
stocks “is undoubtedly correct.” 


Will Affect Desirability 


“However, this will affect the 4 
sirability of stocks,” said Mr. War 
“The lack of the leverage prov 
by underlying bonds will tend! 
reduce the ratio of earnings to equ 
The increased demand for stocks y 
tend to increase the market val 
and thus again reduce the ratio 
earnings to market values.” 

Another objection raised by yt 
Warters to Mr. McDiarmid’s sugge 
tions was that any wide acceptance (i 14% 
the underlying theories involved j 
his program would bring about maj 225 


changes in the entire credit syste 

as it operates today. 489 

Recognizing Inflation’s Causes 
“Fortunately for all of us,” said M THEY 

Warters, “there are many indicatio suc 

that some of the causes of our rece x 


inflation are now being widely reco 
nized. As creditors and others becom * 

























P 


more fully aware of the practices i kl 
have been followed, we can nore | x F 

see changes made. It would seem w- 
wise to assume that we are now! * ¢ 
some period of ‘mature economy’ 

‘new era’ in which market vali 
will continually increase. THEY'I 
“Let’s not put our faith in hed ing 
which in the long run cannot prote é 
us against the folly of our actio hin 
Let’s put all our force and power by Pony 
hind the re-establishment of a soul flight 

and stable currency, the only 
solution to our problems.” f lilinois ° 
see Florida * 


Union Trust Life of Duluth has be Minnesot 
licensed in California and Maryla 
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Ettorts To Curb Group Futile: McDonald 


(CONTINUED FROM PAGE 5) 


vided for an individual which is 
greater than $20,000 must be covered 
in some other manner. 

“Bach active employe who is a 
member of the plan will have a total 
coverage equal to twice his annual 
earnings, with a maximum coverage 
of $100,000. The first $20, 000 would be 
provided through term insurance. Any 
amount over $20,000 would be pro- 


LIFE INSURANCE EDITION 


member of 
which had 


“T sat in as a committee 
a non-profit organization 
an Equitable group life policy for 
about three-quarters of a year’s pay 
on less than 200 employes,” said Mr. 
McDonald. “A so-called independent 
consultant was heard and he blandly 
suggested that they cancel the policy 
and put the death benefits in a non- 
insured pension plan to save federal 
income tax and state premium taxes. 
That is something that the under- 
writers should be fighting. That is 
mass selling in its bad form.” 


resorted to self-insured (or non-in- 
sured) programs? Could it be that the 
artificial and unrealistic barriers on 
group life, imposed by state law 
largely at the request of life agents, 
have failed and have driven employers 
into self-insurance? 

6. Why shouldn’t I join a crusade 
against the discriminatory and inequi- 
table tax bill imposed on employers 
who use insurance companies for their 
welfare programs as opposed to those 
who self-insure and escape heavy 
taxation? 

















the ao 
nvested ¢ 
lc be undef tation from an announcement of the 
McDiarmig Ohio Oil group life and pension plan: 
© see tabs “‘Our approach to a revision of the 
this wou plan has been handicapped because 
a few yeng of the insurance laws of the state of 
periods wy Ohio. Under these laws, the maximum 
{r. Warte amount of group term insurance which 
nnot ignoé may be written on an employe of a 
eriods. Oy company whose principal office is 
those yeanf jocated in Ohio is limited to $20,000. 
e that nan} 
1 by mas 
is for 


is 


alues a re 


Cooking for 
THE 
PROMISED 


LAND? 


1 that j 
that 
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rect.” 


fect the’ 
Mr. Wart 
ge provi 
vill tend; 


18s to equ FOLLOW THE ARROW 
wr stocks y 
arket valu 

the ratio 
ised by M IN 1957 
nid’s sugges OF OUR GENERAL AGENTS 
acceptance ij 14% EARNED OVER $25,000... 
involved j 

about maj] 22% MORE THAN $20,000... 


AR% OVER $10,000. 







Luses 
» said iy THEY DID IT with aniege: contracts 
- > dicati such as— 
ey Tecelt =x The Fit-the-Future 
Teco; . 
‘hers ill % The Extension 
practices thg % Guaranteed Insurability Rider 
a hope '{ = Family Security Plan 
U- a 
Yea 4 & Complete portfolio of A & S, 
economy’ Group and Pension Plans. 
iarket valud 
; THEY'LL DO IT AGAIN with the 
ith . _ kind of Home Office Assistance that 
‘annot proted . ; 
our. ae a vigorous and progressive com- 
nd power by Pany knows is essential to build top 
rt of a soul flight Agencies in— 
he only ra 
» Ilinois * Ohio * Kentucky * Michigan 
Florida * Virginia * W. Virginia * Indiana 
“a Dé Minnesota * Pennsylvania * Arizona 
nd Maryla 
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For that reason, any protection pro- vided through a death benefit paid by 


the Ohio Oil Co.’ ” 

After reading this quotation, Mr. 
McDonald said that if he were again 
a life agent he would ask himself such 
questions as these: 


Lists Questions 


1. Why have so many highly paid 
and highly insured executives voiced 
disapproval of the life underwriters 
associations’ activities in influencing 
legislation which limits the amounts 
of group life insurance their companies 
would like to give them? 

2. Should the managements of life 
companies be blamed for the rising 
popularity of group life insurance and 
individual term insurance or, in all 
fairness, shouldn’t the current high 
level of taxes and cost of living bear 
a good bit of the blame for the trend 
toward cheaper protection? 

3. Why do the private surveys show 
that persons having group insurance 
have as much, and even more, person- 
al or individual life insurance than 
those who do not? And why are those 
persons having group insurance more 
likely to buy individual ordinary than 
those who do not have group insur- 
ance? 

(Mr. McDonald here quoted a state- 
ment by Metropolitan’s President 
Frederic W. Ecker denying the con- 
tention that group makes inroads on 
the sale of individual policies and 
citing a University of Michigan sur- 
vey indicating that group appears to 
stimulate the buying of individual 
insurance. ) 

4. If it’s all right to put a ceiling on 
the amount of group life a person 
should have, why isn’t it consistent to 
put a ceiling on the amount of retire- 
ment income a person should enjoy 
under an employer’s pension plan? If 
a limit on group life supposedly saves 
some market for the agent on indivi- 
dual policies, then why shouldn’t a 
limit on the amount of retirement 
income save some market for the 
agent who writes individual retire- 
ment income policies? 

5. Why have so many companies 


Dr. Huebner’s Book ‘Life 


Insurance’ In Fifth Edition 

The fifth edition of “Life Insurance” 
by Dr. S. S. Huebner, president emeri- 
tus of American College of CLU, and 
Kenneth Black Jr. of Georgia State 
College has been published by Apple- 
ton-Century-Crofts. 

The latest edition was written to 
replace the 1950 edition and approxi- 
mately 45% of the book is new. Two 
chapters—one on A&S coverage and 
another on insurance and _ pension 
plans—have been added. 

The book assembles in classified 
form facts, principles, and practices 
which the student, agent and layman 





must know to have a full understand- 
ing of the nature of life insurance. Di- 
agrams and charts are used to illus- 
trate important combination life in- 
surance contracts. Specimen copies of 
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increase in production. 


of the Policy. 


BONUS -for top performers. 


+ Build your own agency. 

na Plan for your retirement. 

+ Create an estate for your family. 
* Enjoy liberal underwriting. 


* Associate with an agency-minded 
organization. 


See for YOUrselfannnnnnceceancuns 


write, wire, or call today for your 
“new approach” agent’s kit. Get 
full details by contacting your 
local Central Standard General 
Agent or: John M. Laflin, Vice 
President. 


Th secret 0 oe ee 1S 


Ur ose 


Benjamin Disraeli (1870) 


Our constant purpose: 
to achieve success with 
our career men and women. 


NOW...the foundation for your 


professional career.. 
a career contract that offers: 


COMMISSIONS -automatic retroactive increases with your 


RENEWALS -completely vested for the Premium Paying Period 


WITH THIS CONTRACT YOU CAN... 







CENTRAL STANDARD LIFE 


Founded (PAF — INSURANCE COMPANY 


211 W. Wacker Drive Chicago 6, lilinois 
Life e Accident « Sickness 





the types of life insurance policies are 
contained in the appendix. 





Editorial Comment 


More Than Mr. Anderson Is At Stake 


Regardless of whether the minimum 
deposit plan is an invention of the 
devil or the greatest thing ever con- 
ceived by the mind of man, we believe 
that Assn. of Advanced Life Under- 
writers has acted wisely in getting 
into the J. Leland Anderson case as 
amicus curiae. For the good of the 
business, it would be well for some 
other organizations to consider doing 
likewise. 

This is the appeal which Mr. Ander- 
son is making to the federal circuit 
court of appeals after being socked 
with a $25,809 verdict in the federal 
district court in Honolulu on the 
ground that he had misled Roger 
Knox, a sugar plantation executive, 
in the sale of a bank-financed life 
insurance policy. 

The importance of the case lies not 
in whether or not J. Leland Anderson 
wins or loses, but in the far broader 
principle that is involved. This princi- 
ple, enunciated by the district judge 
in Honolulu would appear to make 
life agents financially responsible for 
their statements and actions to an 
extent never contemplated under ex- 
isting laws or insurance department 
regulations. 

Federal Judge McLaughlin held that 
Mr. Anderson, in advising Mr. Knox, 
had a legally enforceable responsibil- 
ity to give sound advice. 

Mr. Anderson’s contention that he 
was merely acting as a salesman did 
not impress the judge. 

This concept of a legally binding 
professional duty on the part of the 
agent to the buyer would be of tre- 
mendous importance to the life insur- 
ance business if it should be upheld 
all the way on appeal. Hence it seems 
highly desirable that those interested 
in the legal responsibility of the agent 
consider all angles of the Anderson 
case. Approval or disapproval of Mr. 
Anderson’s methods should have noth- 
ing to do with whatever cause is 
decided on. The case is far too impor- 
tant for that. 

Perhaps there are those who think 
it would be a real dandy idea to have 
agents held strictly responsible finan- 
cially for their every utterance. Some 
good might be accomplished in a few 
cases by this sort of strait-jacketing, 
but we believe the insuring public is 
far better served by the present sys- 
tem. 

Of course, no conscientious person 
favors letting any agent get away 
with making irresponsible statements 
to prospective buyers, particularly if 
such statements are colored by self- 
interest. On the other hand, to make 
every agent financially accountable to 
every disgruntled policyholder who 
feels things hadn’t turned out quite 
the way the agent said would be to 
interfere seriously with the vital job 
of getting the greatest possible number 
of people covered for adequate 
amounts of life insurance. For the sake 
of curbing an occasional irresponsible 
or venal agent it would be a pity to 
needlessly hamper the work of the 
great majority of agents by putting an 


easily abused weapon in the hands of 
scheming customers. 

As we pointed out in an editorial 
following the Anderson decision, it is 
only necessary to recall how increas- 
ingly liability-conscious the public has 
become over the years, to appreciate 
how claims for damages due to faulty 
life insurance advice could mushroom 
in future years if Judge McLaughlin’s 
concept of agent responsibility is up- 
held in the higher courts. 

Even those who deplore the sales 
methods that Mr. Anderson used and 
would be happy to see the $25,809 
verdict against him upheld should 
consider what such a result might 
augur for the life insurance business 
as it is now conducted.—R.B.M. 


Deaths 


MICHAEL T. KELLEHER, 61, vice- 
president of Marsh & McLennan at 
Boston, died suddenly at the Waldorf- 
Astoria in New York. From 1932 to 
1938 he was deputy state auditor and 
deputy commissioner of Massachu- 
setts. He was fire commissioner of 
Boston from 1951 to 1952. He was 
chairman of the executive committee 
of National Catholic Community Ser- 
vice and a vice-president and gover- 
nor of United Service Organizations. 


THOMAS E. SLY, 67, former presi- 
dent of St. Louis Mutual Life and pres- 
ident of the Thomas J. Sly agency, died 
in East St. Louis, Il. 


OWEN M. MURRAY, a director of 
Occidental Life of California since 1950, 
died at his home in Dallas. He was 
chairman of Paramount Fire and a 
director of Pacific National Fire. 


Trading Stamp Plan 
Gets Green Light 
In Washington 


A plan for using trading stamps to 
promote insurance sales has been 
given the green light. 

Lee I. Kueckelhan, chief deputy to 
Washington Commissioner Sullivan 
advised he had been assured by the 
attorney general, that the plan does 
not violate the state insurance code. 

Under the new plan, a book of 1200 
stamps representing $120 worth of re- 
tail purchases can be redeemed for 
$1.50 cash or $2 toward any form of 
insurance. 

The stamp plan is being handled by 
Insurance Premium Stamps, Inc. 








Connecticut General Publishes 
Analysis Of 600 Pension Plans 
Connecticut General has published 
“Facts and Trends,” a survey of its 
experience with pension planning for 
specific industries. Included in the 
study, which covers some 600 pension 
plans, are comparisons of the basic 
factors which determine pension plan- 
ning and of the provisions in the plans 
of 26 major industries and businesses. 


Milwaukee Estate Planning Council 
heard Denis B. Maduro, New York 
attorney, discuss “common sense es- 
tate planning” at a recent luncheon. 
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Court Upholds 
Sheehan In 
Hearing Call 


ST. PAUL—Commissioner Sheehan 
has been upheld by the state supreme 
court in his efforts to hold a hearing 
involving the alleged unfair practices 
of Standard American Life of Minne- 
apolis. The company writes credit life 
insurance. 

Mr. Sheehan had ordered the com- 
pany to defend itself against charges 
that it was violating the unfair prac- 
tices act. The company obtained a 
temporary restraining order in district 
court requiring the commissioner to 
show cause why a temporary injunc- 
tion should not be issued. Mr. Sheehan 
appealed to the supreme court alleging 
that the district court was about to 
exercise judicial power in the matter. 

The high court issued an absolute 
writ of prohibition holding that the 
lower court could not interfere with 
the commissioner’s action in attempt- 
ing to enjoin the company from en- 
gaging in alleged unfair competition. 
The decision of the high court was 
unanimous. 

Mr. Sheehan said that the public 
will save approximately $7 million a 
year if he succeeds in his attempt to 
modify the practices of all companies 
selling credit insurance. He explained 
that all other companies in that field 
except Standard American Life agreed 
to comply with his request to modify 
credit life practices, effective July 1, 
1958. Failure of the one company to 
conform resulted in indefinite post- 
ponement of his order, the commis- 
sioner said. 


Vorys Warns Against 


Unethical Practices 

The Ohio department is setting up a 
system to check on life companies and 
agencies in connection with a number 
of complaints against the tactics and 
activities of some of them. 

Superintendent Vorys, in a depart- 
ment newsletter, said “there has been 
a growing concern in this department 
over the increasing number of com- 
plaints received from life insurance 
agents about the activities and tactics 
of other life insurance agents and 
some life companies. 

“The rising number of allegations 
of misrepresentation, rewriting, twist- 
ing, raiding, and policy replacement 
where the insured has established 
equitable interests in the policy re- 
placed, indicates a trend not only 
harmful to the life insurance business 
but also contrary to the public inter- 
est.” 

Mr. Vorys said that in some cases 
“such practices seem to have been 
tolerated and even encouraged by 
company management.” 

The department has set up a com- 
prehensive record keeping system to 
measure legitimate complaints against 
specific agencies and companies. “If 
it is found that a company or agent 
develops a poor performance record 
when these statistics are reviewed, 
the department will take appropriate 
action to have the situation corrected,” 
he warned. 


North American Life of Toronto has 
lowered premiums for female lives. In 
the U. S., the lower rates apply to all 
new participating policies of $5,000 or 
more except for the company’s ordi- 
nary life special plan, and in Canada, 
the new lower premium rates for 
women are applicable to all perma- 
nent plans of $5,000 or over. 
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ATLANTA 8, GA.—432 Hurt Bidg., Te. Reco 
Murray 8-1634. Fred Baker, Southeastern |}, y Nai 
Manager. 

lect to 1 


NOSTON 10, MASS.—80 Federal St, am lin Febr 
342, Tel. Liberty 2-9229. Roy H. lang ionid i; 
Southern New England Manager and Dam 

L. Davis, Northern New England May (jtock fr 
uger. 7.5 mill 


CHICAGO 4, Jackson Blvd, 
Tel. Wabash 2 heeler, Chie 

Manager. R. J. Wieghaus and William 
O'Connell, Resident Managers. 


CINCINNATI 2, OHIO—420 E. 0 
St., Tel. Parkway 1-2140. Chas. P. Woods 
Sales Director; George C. Roeding, rl 
ate M ; Roy R t, Statisticias 


CLEVELAND 14, OHIO—1367 E. 6th A, 
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Rlesi, Resident Manager. 
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DALLAS 1, TEXAS—309 Employers Inu 
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Cadis, Southwestern Manager. 


DENVER 2, COLO.—234 Commonweal 
Bldg., Tel. Amherst 6-2725. J. Robetf — 
Bbelhardt, Rocky Mountain Managef. 0 


DES MOINES 9, 10WA—327 Insurance Er 
change Bldg., Tel. Atlantic 2-5066. Dd. 
Stevenson, Resident Manager. f 


DETROIT 26, MICH.—613 Lafayette Bidg., 
Tel. Woodward 5-2305. William J. Gessits IN 
Manager for Indiana and Michigan. 


INDIANAPOLIS 20, IND.—5634 N. Run 
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Manager for Indiana and Michigan. 
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tent Manager. 
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rent Manager. 
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state Planning The Research Body Espouses 
izzle’ In Selling Tex. Licensing Changes 


NEW YORK—Following Elmer AUSTIN—Two major changes in _ : fedice : : 
npeeler’s principle of selling the siz- Texas departmental procedures—one : ; 





ne rather than the looking to permanent licensing of ; 
National Peak, “grass-roots insurance companies and the other to | _ aha 
paper of |¥ ste planning” is uniformity in agency licensing also on Great Southerners me, 
tsurance|fine “sizzle” that a permanent basis—have been advo- ce 

npervisors can cated in a progress report of Texas offe r 

1 sto attract more Research League. Details of the pro- 

nd better agents posals were not disclosed but are 
N. ¥ expected later this year. 
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Mitchen |} ‘ Reset 
ce 11 more independently operated organization, 

cha once, said annual licensing for companies “means HOSPITALIZATION 

r FICE mernard M. Eiber, an annual period of suspense and cs 





New York City 


go 4. Ti. \iawyer, in his talk ment action sometime between Feb. 1 


frustration while waiting for depart- pia INSURAN Cc E 


Bernard M. Eiber 


WX CG GE ore the New and May 31. Permanent licenses could : 
3urridge. |BYork City Life Supervisors Assn. be suspended or revoked at any time, : 
G. Ebel |P yr Biber, formerly a partner in the of course, so up to now we have to the People of the 
. Cuscaden |E oklyn agency of Mutual Trust Life, discovered no reason for annual li- 
z said that “how well your agents sell censes. Of course, certain certificates . 
Pe ‘ ‘sizzle’ depends to a great extent would still have to be prepared for Great Southwest 
go 4, Ml. iE how well you, the supervisor, inter- companies operating in other states.” 
"WX CG wet and execute your role in estate | Another recommendation was estab- Cee Te ‘i 
4. orb pret ane, lishment of a five-year record for These policies complete the portfolio 
ce Mr. Eiber went over a number of companies “to give a bird’s-eye view —- 
ievelopments in the field of estate of where the company is going and : for the Great Southern agent. They 
4,3 ON iD ianning that he said would be helpful how it is getting there.” This record, : : w 
» supervisors in their work with full- it was said, would be set up to show are offered in addition to the many 
ime agents and with brokers. He also changes in organizations, authoriza- 
uh gutioned against various pitfalls in tions of lines written, assets, liabilities, i varied life and group policies. 
esident. |bonnection with estates of clients and and results of departmental hearings 
'y- Treasure I rosnects. and routine or special examinations. 
“> Ohis. The report, in dealing with agency 


baie e er licensing, said the league could find no 
x) — a gp wud ide reason for differences in licensing fire 
 Sstoc. 


s and casualty agents, now handled on 
ecommended by the directors of Lib- 4 permanent basis, and life agents, 
y National of Alabama and is sub- 










, Bidg., Te 
Southeastern |}, 


GREAT SOUTHERN 
who are relicensed annually. “In all 


ett to ratification by the stockholders oF these areas,” said Mr. Porter, “we ee Lite Insurance C omp any 
eral St, @u.lin February. If approved, the action recommended uniformity to permit oe 
oy H. la%ipould increase the outstanding capital more regular procedures and more 


er and Dana Rina 
art Mu understandable and reasonable prac- Home Office + Houston , Texas 
; tices.” 


The league’s report will be primarily 
for the state board of insurance, but it 
is expected that copies will be sent to 
members of the legislature. 


a Program Set For Middle 
OFFER Atlantic Actuaries Meet 
' At Baltimore, Nov. 14 


Founded 1909 
‘tock from the present $6 million to 

7.5 million. 
\} 











The program has been set for the 





ployers ' P * 

1127. Alfred B fall meeting of Middle Atlantic Actu- 
% GENERAL arial Club at Baltimore, Nov. 14. 
Sommonwealtt| ; Featured at the one-day meeting 
6d. Robert AGENCY will be informal discussions on what 


Manager. OPPORTUNITIES actuaries are doing in developing 









Insurance Bt insurability riders; problems arising Running out of referred leads? 
2-5966. D. J ident Gaidtiided in grading premiums by sizes; experi- 
r. te w. i RED ence with high cash value plans; 2 2 
afayette Bids, ee re family policy problems; the develop- Need a new center of influence: 
et Z. ment of new administrative techniques 
eaturing the in combination companies; the ad- -s 
on 0 All-A g Cc vantages and disadvantages of enter- Ask about General Agency cCppaswanes 
porte - Seeaidecaael ontract ing the group field at this time and 
as with social security changes. with 
a : ; In another session, discussions will 
te: Manage * Lifetime be held on recent mortality trends; 
ost Renewals economic trends and the effect of the ULLICO 
| an a * Persistency recession on sales and lapses; savings 
amel, New Yo i eee in costs through installation of medium : ‘ : 
and large scale electronic computers The center of influence in the trade union market 
amerce Cla Rt * Agent's Benefits and the need for additional actuarial 
Coren Plan schools. For additional information write to: 
‘ Special American ae 
S Broad 4 s 

ss Series Policies Nelson Heads Canadian 

anager ; i Ween HO Underwriters Assn. Peter J. McDonald 
ere a H. S. McConachie Wallace R. Nelson, manager of the ‘ 
ven ena? underwriting division at the Prudential Assistant Agency Manager 


o Markel regional home office in Toronto, has 
Mul 4 been elected president of the Canadian 













i tay ne Home Office Life Underwriters Assn. 
owes SECRET Gem | iis succeeds 3, Brown, undereit THE UNION LABOR LIFE INSURANCE COMPANY 


ada. 
Miss Helen Ingles of Confederation 200 East 70th St., New York 21, N. Y. 


A GENERAL AGENCY COMP any: Life was elected secretary, succeeding 
ah i Bert Hutchon of Crown Life. 







Yes Moines 7, lowa 








subscri We 7 
heinnati % 
































14 


FieNATIONAL UNDERWRITER 


Home Office Changes 


National Accident & Health 


William F. Egan 
has been appointed 
director of adver- 
tising, sales pro- 
motion and public 
relations. He was 


group pension department, where he 
became actuarial assistant in 1950, 
assistant actuary in 1953, and actuary 
in 1956. Mr. Welch, who started with 
Connecticut General in 1940 as a 
group agent at Kansas City, was 
named district group manager at Chi- 
cago in 1949, and group manager at 
New York in 1955. He has been assis- 


1957 and in March of this year joined 
Western Life of Montana as director 
of sales promotion and education. 


Pacific National Life 

Three assistant secretaries have 
been named by the company: E. J. 
Walters, San Francisco group manager 
for the company; and Ralph W. Pear- 
son, and Kenneth K. Rasmussen, both 
of the Salt Lake City office. 


Bankers Life Of Nebraska 
John A. Free- 
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underwriting departments were cop, 
bined into one division of the actyg. 
ial department and put under hi 
supervision. He began his career j 
the business in 1920 with Northal 
States Life of Indiana. 


North American Accident 


Dr. Walter J. Karr has been ap. 
pointed medical director to sy 
Dr. John E. Boland, who is retiring x 
the end of the year. Dr. Boland has 
been medical director for North Amer. 
ican Accident since 1948 and has 
been prominent in insurance circle: 


John 


tant director of group sales since 1957. 

James B. Ross, assistant in the 
actuarial division of the group depart- 
ment since 1957, has transferred to 
the reinsurance department. He joined 


formerly with the 
merchandising de- 
partment of the 
Kroger C o. super- 


Dr. Karr has been in insurance megj. 
cine for 27 years, serving as refers 
and medical examiner for approx. 
mately 60 companies in the U. §, an 


man has been 
named underwrit- 
ing secretary for 
Bankers Life of 








market chain. 
William F. Egan the company in 1951 and was ap- Nebraska succeed- Canada. 
: pointed senior actuarial assistant in ing William E. 
Connecticut General 1955. Price, who is re- seeinenan Sneed Life P.R.Gr 
F tiring. R war udgins, vice-preside 
F. Russell Schneider has been ap- t 
pointed actuary in charge of the actu- Massachusetts Mutual _ Mr. F i cae — — ee electei . a 
arial department and William H. Thomas P. Fullmer has been named cranny vol ao pach gern of Wacas M. Tuck atit 
Welch Jr. becomes secretary in charge sales promotion assistant. He entered ced amaccabie. Saiiaeiahs Te ania eee es Who Bulletin 
of the accident department. Mr. the life field with the Pacific Mutual al department. In and responsibilities atten aaa = versity 
Schneider joined the company in 1947 at San Francisco in 1954, and a year John A. Freeman SO Gix ail heidies Wha paddins-an-m eneeees al Congin John 


later was appointed district manager. 


x f i i ist m: 
He became assistant general agent in Mr. Hudgins has been an officer qj tts 


and a year later was named super- 
Jefferson Standard since 1955 apg{has bee 


visor of the actuarial division of the ferred to the issuance department. He 


became chief underwriter in 1956. 
John H. Pflug, formerly senior un- 





Rep. Tuck has been a director sing, at Orie 
derwriter, replaces Mr. Freeman as 1951. [meri 
chief underwriter. Mr. Pflug joined the = trict off 

Maccabees Life manager 


department in 1948. Merlin R. Phillips 
has been appointed senior underwriter. 

William E. Price, director of risk 
selection and underwriting for the 
company retired Nov. 1 after serving 
for 16 years. 

Mr. Price joined the company in 1942 
as chief underwriter and established 
the company’s first underwriting de- 
partment. In 1954, the issuance and 


te | Sylvester L. 
‘3 agents at | 
0 aS |respective 
'* Alwith Pen 


Robert Parsons was named assistan'| Hancock 
secretary. Edward Gillis was name Was lat 
manager of the newly-organized pre|manager 
mium-accounting department. Messrs, in 1955. 
Wesley Skrobeck and Harley Ziegle 
will serve as assistants. Joseph Blais Security 
was named assistant manager of " 
audit-commission department  and_ Sylves 
Lawrence Lannom special auditor. pas I 







The man with The Guarantee 


has up-to-the-minute 


SELLING TOOLS 


in his kit 




















OPENINGS FOR 
GENERAL AGENCIES 
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eu ffir t 

INCREASE IN FOOD i aired 
ve4Central 1 

: : utual in 


MANUFACTURE 


Food manufacturing in the fast-growing 
area served by Life of Georgia has 
increased 74.8% since 1947, while the 
increase for the U. S. amounted to 






Indianapolis 
Boise 
St. Louis 







only 48.5%. It’s still another indication  Wational in 

pip. of the great surge of the Southland! * f now in 

You build solid agency a neral age 
foundations with up-to-the-minute sales ; og ll 

kits. Guarantee keeps giving you new and INSURANCE Dale L. 


important selling tools. Be a Guarantee man 






LIk COMPANY = (—— 
orGEORGIA 1S 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 


SATII 


= Guarantee 
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WY 
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and grow! Get the complete agency building 
story. Write to: 








J.D. Anderson, Agency Vice President =MRRAMUDINSUUTS SY US: 
8721 Indian Hills Drive, Omaha 14, Nebraska = 


RALPH E. KIPLINGER, President = Sm TTY 






OMAHA 14, NEBRASKA 
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vere com 
he actug. 
under jj 
career jy 
Northen 


nt John Hancock 


been ant. Peter R. Gra- 


vengaard has been 





oO Ss 
retiring appointed group 
3oland ha manager of John 
rth Amen| | Hancock at Wash- 
d has lon ington, D. Cc. He 
ice circle has been with the 
ince medi. group department 
as refers since 1950 and has 
’ approxi. been at Washing- 
U. S. an ton since 1955 as 

sales and service 

representative. 

, p.R. Gravengaard Mr. Gr aven- 
>-president gaard, who is a son 


of H. P. Gravengaard, vice-president 
of the National Underwriter Co. and 
executive editor of the Diamond Life 
Bulletins, graduated from Denison Uni- 
eo, ‘ ee 
John D. DelVecchio, assistant dis- 
ak trist manager at Tampa since 1955, 
1955. ang| has been appointed district manager 
at Orlando, and Paul H. Glinsky, 
formerly with the St. Petersburg dis- 
trict office, becomes assistant district 
manager. Mr. DelVecchio joined John 
Hancock in 1945 at New Haven, and 
vas nameijWas later named assistant district 
nized pre| manager. He was assigned to Tampa 
nt. Messrs; it 1955. 
ley Ziegler 
seph Bla; Security Mutual Of New York 
rhe b be Sylvester L. Calvird and Donald J. 
eg have been appointed general 


en elected 
n M. Tuck 
inia, wh 
to dutie 
lant upon 





ector since 








d._ assistant 





auditor. 





Donald J. Kaster 


; Sylvester L. Calvird 







ey eirespectively. Mr. Calvird has been 
' swith Penn Mutual at Detroit since 
» {1954 and a year ago was named 
) itector of training. Mr. Kaster, who 
"entered the life field in 1952 with 
“Central Life of Iowa, joined Security 
ppWMutual in 1953 as an agent in the 
isconsin-Minnesota area. He became 
-(upervisor at Rochester a year ago. 


a agents at Detroit and Rochester, Minn., 







: acific National Life 


Kea R. Krausse & Co. of Los 
= *ingeles has been appointed general 
sf ents for group A&S for Pacific 
~ Wational in California. Pacific National 
‘*9S now in California. The Krausse 
, foes agency also represents General 
wie ccident for individual A&S and 

loyds of London for surplus lines. 
| Dale L. Howe will be in charge of 


4 | Service Guide » 


ACTUARIAL COMPUTING 
SERVICE, INC. 


“| 1389 Peachtree Street, 
N.E., Atlanta 8, Georgia, 


P.O. Box 6192. Telephone 
TRinity 5-6727. 


























Changes In The Field 
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the group department of Krausse & 
Co. Arthur Krausse was. formerly 
manager of the Surplus Line Assn. of 
California. Another member of the 
agency is J. Richard Brown, who 
formerly was with the office of Wil- 
liam E. Lebby. : 


Prudential 


Newman H. Bickmore has_ been 
named head of the Bakersfield, Cal. 
agency of the company. 

He joined Prudential in 1940 as an 
agent in Los Angeles, was appointed 
staff manager in Lancaster several 
years later, and in 1957 was named as- 
sociate manager there. 

Robert C. Maas has been named 
manager of the company’s Westwood 
Village agency in Los Angeles. 

Mr. Maas was formerly a division 
manager for Prudential’s Jack White 
agency in Los Angeles. He joined 
Prudential in 1951 as a special agent 
and was advanced to division manager 
two years later. 

Otto F. Affeldt, district manager at 
Milwaukee, is retiring after 43 years 
with Prudential. He joined the com- 
pany in 1915, and became district 
manager of the Hilltop district agency 
in Milwaukee in 1946. Three sons, 
Chester, Harold, and Otto G., hold 
management posts in Prudential dis- 
trict offices. 

Karl H. Blaesser has been named 
division manager of the company’s 
Wolverine Mich. agency. Prior to join- 
ing Prudential, Mr. Blaesser was an 
agent with Penn Mutual Life. For the 
past four consecutive years, he has 
been a million dollar producer. 


New York Life 


Lee A. Buck and John F. Trusler 
have been named managers at Detroit 
and Akron, respectively, and Louis P. 
Gepford returns as manager at Toldeo. 
Mr. Buck, who has been manager at 
Akron and Wheeling W. Va., joined 
New York Life in 1949 at Flint, Mich. 








Mr. Trusler, former manager at Toledo 


COMPETITIVE RATES 
COMPETITIVE REMUNERATION 
NON-CANCELLABLE POLICIES 

GUARANTEED RENEWABLE POLICIES 
COMMERCIAL POLICIES + 


MAJOR MEDICAL 
WHOLESALE SMALL GROUP 
FAMILY ACCIDENT 
PLUS ALL USUAL TYPES 


This part of our program to build an A & H field force 
in addition to our presentlarge Ordinary and Industrial 
field forces. 


A & H General Agents also may have opportunity to 
sell Anico'’s line of outstanding Ordinary Life Insurance 
Plans if they wish. 


If qualified, write giving full details about yourself and 
record. Address letter to: 
COORDINATOR OF SALES 


AMERICAN NATIONAL 
INSURANCE Co. 


GALVESTON, TEXAS 





OVER FOUR AND ONE-THIRD BILLIONS OF INSURANCE IN FORCE 











curity. 
public. 





For Modern Americans 
IT’S MODERN 
LIFE INSURANCE 








Modern Americans have access to worlds of leisure and recreation undreamed of by past generations. 
Also available are tested methods for establishing a financially secure life. 
life insurance, they realize their goals in education, retirement, home ownership and whole-family se- 
Modern Woodmen always has kept abreast of the constantly changing needs of the insuring 
That is why hundreds of thousands of Americans have safeguarded their future financial se- 
curity through Modern Woodmen life insurance. 


For Modern Life Insurance 


By modern application of 





Ga 





= = 
$622,000,000 LIFE INSURANCE IN FORCE 


MODERN WOODMEN of America 





ASSETS EXCEED $207,000,000 


It’s MODERN WOODMEN 


$840,000,000 RETURNED TO POLICYHOLDERS AND BENEFICIARIES 


HOME OFFICE — ROCK ISLAND, ILLINOIS 
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and Johnstown, Pa., first became as- 
sociated with the company in 1945 at 
Cleveland. Mr. Gepford once before 
had been manager at Toldeo, 1948- 
1952, and transferred to Detroit in the 
same position. He joined the company 
as an agent at Cleveland in 1945. 


Manhattan Life 


Herbert L. Akin 
has been appointed 
general agent at 
Akron. He has 
been director of 
field development 
of Mutual Benefit 
Life at Cincinnati 
and before that 
was at Louisville 
in sales and super- 
visory positions 
with Common- 
wealth Life, Occi- 
dental of Califor- 
nia and Aetna Life. 


Occidental Of California 


Robert D. Edwards has been named 
manager of a new Los Angeles branch 





Herbert L. Akin 





mem 


office 


North American. 


LIFE e 








oO to home 





The Substandard Risk— 
Hidden Profit Opportunity? 


Many life companies seem to shy away from 
substandard risks. Yet these risks can prove profitable, 
if they can be safely covered. And they are most 

likely to become valuable “good will ambassadors” 
for the company that insures them. 


Because North American is in life reinsurance 

exclusively, we are constantly exposed to impaired risks 

in large numbers and wide degree. This fact has 

produced experience in substandard risk underwriting 
which can prove invaluable to the life company with a 
borderline case on its hands. North American’s position in 
evaluating substandard business is this strong— 

we will reinsure cases rated up to 500% on an automatic 
basis and cases rated up to 1000% on a facultative basis. 


Services of this caliber lead more and more 
life companies to reinsure with 


To find out more about our services, and 
what they might accomplish for your com- 
pany, just write for your free copy of our 
booklet, “Reinsurance Exclusively”. 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS e 


of Occidental Life of California. Oc- 
cidental is now represented by six 
agency offices in the central Los 
Angeles area. Mr. Edwards joined 
Occidental in 1951 and since 1954 has 
been assistant manager at Pasadena. 


Aid Assn. For Lutherans 

E. C. Jacobs, Lakewood, O., general 
agent for the association, is retiring 
December 31. 

Mr. Jacobs and his wife were 
honored at a recent luncheon in 
Appleton, Wis., by home office offi- 
cials. At the luncheon President Wal- 
ter L. Rugland presented Mr. Jacobs 
with a watch in recognition of his 27 
years’ of service, 25 of them as general 
agent. Mr. Jacobs’ son, Roland, is a 
general agent for the association in 
Elmore, O. 


Lincoln National Life 

Ivan S. Phillips has been named 
to a supervisory post with the Gerald 
Oppenheim agency of Lincoln National 
Life at Beverly Hills, Cal., He joined 
the Oppenheim agency in 1953, and 
has a background of over 20 years in 
sales. 
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Mutual Of New York 

B. Murray Anderson and Thomas 
H. Chisholm have been appointed 
managers at the newly opened agen- 


i 
} 
| 





Thomas H. Chisholm 


B. Murray Anderson 


cies at Beaumont, Tex., and Corpus 
Christi, respectively. Mr. Anderson 
began his career with Mutual at San 
Antonio in 1953 and became assistant 
manager in 1956. Last May he was 
promoted to the home office sales 
staff for managerial training. Mr. 
Chisholm joined the company at 
Dallas in 1952 and was named assis- 
tant manager in 1955. He was ad- 
vanced to the home office staff for 
managerial training in May. 


Provident Life Of Bismarck 

Lewis Madsen has been appointed 
supervising general agent at Eugene, 
Ore. He has been general agent of 
Provident there since 1950. He is past 
president of the Eugene and Oregon 
life agents’ associations. 


Pacific Mutual Life 


R. Nathanael Cross has been named 
manager of the Pacific Mutual Life 
agency at Santa Ana, Cal. He entered 
life insurance in 1951 and has experi- 
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ence as an agent and assistant agen 
manager for another company. ; Ag 

Ronald H. Bridgford has been nay, 
manager of the company’s Des Moin, 
agency and will direct sales and 'Ch 
vice activity throughout Towa. Hd wh 
chuse 








entered the business in 1953. 


Southland Life 
Omer B. Gilchriest has been’ names {ific 


unit manager for Southland ang vi 
operate out of Nederland, Tex., whe 
he was formerly agent for the com{ tian, 
pany. He has been with the organi, phave? 
tion since 1956, when he became a Mr. 
agent at Beaumont, Tex. 
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General American Life 
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wore ea 
Agencies, witha O27 
fices at 600 B; 


aie, 4 
Mr. Atherton wy el 


formerly wit | 
Southwest Arer. es 
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Houston and For 
Worth for  fiy 
years. 

Robert A. Rosenthal becomes gener. 
al agent at Cape Girardeau, Mo/ 
where he was formerly with North) '°""' 
western Mutual Life and Metropolitan 
His father and two uncles are wit 
the Rosenthal general agency of Ger-! 
eral American in St. Louis. | 


NATIONAL UNION  LIFE—Jen 
W. Guse and John H. Verkennes have 
been named general agents at, respe- 
tively, Rochester and St. Peter, Mino| 


R. B. Atherton 








For men with their eyes fixed on the 
stars of achievement . . . American Trav- 
elers’ Life presents a challenge—and 
such rewards as 


Prestige; American Travelers’, 
backed by a depth of experience in life 
underwriting—is a company you'll take 
pride in representing! 


MERICAN 


1512 NORTH DELAWARE STREET 








—for men with vision . . . song places 


For details 
write Roy A. Foan, 
President 


RAVELERS 
Ope Dpasubemee Comprarey 


Protits; Every American Traveles 
policy is full of “you attitude” beneis 
which help you sell more . . . pri 
more! 


Progress, All of our efforts, ply; 
ning and strategy are fixed on a point). 
infinity . . . a point we can reach omy’ 
through Progress! : 


American Travelers’—a company you can go with—a company you:can grow with! 
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rant semlagent Sells Family 
been na niPlon That Really Is 
es ande/'Cheaper By The Dozen’ 


Iowa, fy When George Evans, agent of Massa- 






1953. chusetts Mutual at Los Angeles, re- 
cently sold a family plan to Robert E. 
Hickey. a Supervisor of stores for Pa- 
been‘ nam tor Trucking Co., the field 






nd and W111) 
Tex., wher 
mr the comp toa 

inn have?” ; 
Mr. Hickey had signed up for a 


a $5000 life policy for himself, $2,500 
ofterm for his wife and $1,250 of term 
for his children. Mr. Evans had al- 
ready explained to Mr. Hickey that if 
Mond Bie and his wife bought their policies 
on has bee er under the family plan, pre- 
ted a ge. miums would be the same regardless 
gent in For} of the number of children they had. 
in the com! yr, Hickey’s answer to the agent’s 
Fort Wort 2 “Twelve.” . 
es. with off yassachusetts Mutual issued the 
t 600 Bailes, policy covering the 14 individuals and 
therton wa as a result, Mr. Hickey now carries a 
erly Witt) total of $23,750 of coverage under the 
vest Arner. plan. 
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for five 


comes gener: 
rdeau, Mo, 
with North 
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es are wit! : 
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Since the policy was issued, Mr. and 


Mrs. Hickey increased their even 
dozen children to 13. A new baby, 
born a month ago, is now also covered. 


Name Paul Hill Secretary 


Of A&S Groups In Indiana 


Paul Hill of Insurance R.&R. has 
been named secretary of the Indian- 
apolis and Indiana A&S associations, 
replacing William Highfield who has 
joined Western & Southern’s A&S 
sales division. Mr. Highfield, former 
A&S editor of R.&R., is a past presi- 
dent of both associations and a current 
board member and treasurer of DITC. 


Republic National Has New Manual 

Republic National Life has revised 
its life underwriting manual. The new 
manual is more readable and includes 
several new features such as an ab- 
breviated A&S guide and complete 
explanation of liberalization coverages. 
Heart disorders have a new section, 
tubercular ratings have been liberal- 
ized and ulcer ratings have been 
reduced. 


. No, 11 IN A SERIES 


Wi 


Henry E. Whitmore 
Scranton 


Williamsport 


Harrisburg e 
John D. Hopper 


Philadelphia 
Jack E. Rice 


EQUITABLE LIFE OF IOWA IN 


ty From the steel mills of Pittsburgh through the 
Sees mid-state coal mines and oil wells to the shipyards 

and factories of Philadelphia, Pennsylvania bris- 
efforts, plo tles with heavy industry. New Jersey is one of 
ons pe America’s major industrial centers — the greatest 
un cence single industry being chemicals. These two states 
y with! are of great importance to the economy of our 








nation. By the same token, these six general 
agents and their agency associates are major 

contributors to the overall sales and service of 
the Equitable Life of Iowa. 
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Medical Fund Slates 
$1,086,000 For Heart 
Disease Research 


More than 100 research programs in 
heart disease have been supported 
during the year, and over $1,086,000 
has been allocated for continued sup- 
port, by Life Insurance Medical Re- 
search Fund, according to its recently 
issued annual report. 

The fund, which is sponsored by 
144 life companies, has contributed 
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over $10.3 million to the support of 
heart research since the fund’s found- 
ing in 1945. 

During 1957-58, research aided by 
the fund was carried out in 75 centers 
throughout the U.S. and Canada. 


Progress Is Encouraging 


Dr. Francis R. Dieuaide, scientific 
director of the fund, said in the report 
that recent progress in work on heart 
problems has been encouraging and 
that investigators have a confidence 
in their ultimate solution which they 
did not have a few years ago. 





For the client over age 50 — either an 


attractive buy — low premiums, high 
dividends, high cash values. 


tax purposes, the flexible provisions of 


insured’s death — provide many 
important advantages. 


A Mutual Comp 





individual or a principal in a business insurance 
case — GUARDIAN’S Preferred Risk 85 is an 


And if the insurance is needed for business or 


GUARDIAN’S modern contract — such as the 
right, where owner is beneficiary, to name a 
new beneficiary within 90 days after the 


For the 


“Senior 
Partner” 


GUARDIAN’S 
PR-85 
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General insurance brokers and surplus writers are cordially 
invited to call the nearest Guardian manager for full in- 
formation, or write... 


The GUARDIAN Life Insurance Company 


OF AMERICA 
LIFE @ ACCIDENT AND HEALTH @ GROUP 


Ectahlichead 1860 








50 Union Square—New York 3, N. Y. 
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L.A.A. Speaker Demonstrates Deceit And 
Delusion Are Best Ways of Getting Ahead 


(CONTINUED FROM PAGE 4) 


plans, and, most importantly, has ac- 
cess to his files? In fact, from whom 


does he get most of his ideas? 


“Next, it is necessary to convince 
the boss that one is a technical ex- 


pert in many fields. 


“It is especially effective,” Mr. La- 
ing confided, “to seek out words or 
the meaning of which is 


phrases 


obscure even to technicians. 
ago I learned, for example, that no 
two actuaries define the term ‘asset 
share’ the same way. Most of them 
don’t even know what it means. Glib 
use of it on my part ever since has 


really paid off. 


“The supreme achievement 
area of technical knowledge however, 





FeNATIONAL UNDERWRITER 


word of caution, 


is to become co-author of a technical 
paper or book on a subject you know 
nothing about. It’s easy to coerce a 
subordinate into doing the work. A 
nevertheless: Be 


sure to pick one whose last name 


Years 


starts with a letter following yours in 
the alphabet. Otherwise it’s difficult 
to justify the precedence of your name 
as author. By the way, to prove how 
practical the G-I-P plan is, I have 
with me reprints of an actuarial paper 


entitled ‘Methods of Calculating Unit 


in this 


Expenses for Asset Shares,’ by C. B. 
Laing and Edward H. Wells, published 
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WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION a 
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GROUP MANAGER—PUERTO RICO 





Opening for bilingual, experienced Group Manager in San Juan. To 
represent large mutual life insurance company in top 3%, of the industry. 
A fine future for the right man. Write for further details and furnish 
personal background to Box D-21, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








HOME OFFICE GROUP 
SALES OPPORTUNITY 
A Midwest legal reserve Life and Accident 
and Sickness Company, approaching the 
Billion Dollar “life insurance in force” fig- 
ure, with rapidly expanding group opera- 
tions in the United States and Canada, 
needs immediately an experienced man 
age 25 to 35 to assume top-level home 
office and field sales responsibilities in all 
phases of Group Life and Accident and 
Sickness Insurance. Outstanding opportu- 
nity for growth and advancement. Salary 
an ppl tal compensation commen- 
surate with experience and ability. Send 
complete résumé of business and personal 
history and photograph, if available. All 
replies will be held in strictest confidence. 
Address Box D-2, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 








UNUSUAL LIFE 
UNDERWRITING OPPORTUNITY 
(Non Sales) 

A leading, nation-wide casualty ng yt new 
to the Life Insurance field is in need of a highly 
experienced Life Underwriter with the following 
qualifications for our Pacific Coast Territory 
with offices located in the San Francisco Bay 

Area. 
—30-45 years old 
—Married 
—Seven or more years of life underwriting 
experience. A secondary background in A 
and S is desirable. 
Starting salary up to $10,000. based on experi- 
ence and qualifications. Benefit program second 
to none. All replies treated in confidence. Reply 
Box D-22, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill 

























Looking for a 
TOPNOTCH TRAINING PRO? 


The exact science of sales training can work won- 
ders (often miracles) for your company, with the 
right man at the job. My training experience in 
more than a dozen industries, including a solid 
background in the life field, can help your com- 
pany in the key areas of sales training, sales 
promotion, sales supervision. WRITE: National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, 
Illinois. Box D-20. 
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INSURANCE ACCOUNTANT 
Progressive and expanding Northeastern 
Life Insurance Company is seeking a Life 
Insurance Accountant with a minimum of 
five years' experience. Applicants must 
have some experience in Annual Statement 
work with knowledge in both the Life and 
Accident and Health Fields. This position 
presents both a challenge and an oppor- 
tunity for the right man. All replies will be 
held in the strictest confidence, and no 
present employer will be consulted without 
the consent of an applicant. Please submit 
complete résumé with references, present 
salary, and desired salary, to Box D-I7, 
c/o The National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, Ill. 








WANTED: 
ASSISTANT MANAGER 


Possibility of becoming manager of a new, 
rapidly expanding Life Company. Individ- 
ual must be thoroughly versed in insurance 
accounting, policy issue procedures, and 
experienced in IBM insurance functions. 
Passing of L.O.M.A. exams helpful. Either 
male or female considered. Please address 
a résumé of your experience and minimum 
beginning salary required to: Marshall P. 
Scott, Security American Life Insurance 
Company of Tennessee, 2212 Sterick Build- 
ing, Memphis, Tennessee. All inquiries will 
be held confidential. 





EXECUTIVE 

AVAILABLE 
College graduate, age 35, seeking challenging op- 
portunity in management. 9 years experience as 
Unit and Agency Manager, and Home Office 
Training Director. A highly successful record of 
Recruiting, Training, and Agency Developing. 
Reply Box D-13, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








ACTUARY WANTED 


for the Colorado area. Man with actuarial 
experience to assist the company. This is a 
challenging opportunity and carries with it 
Stock Options and a chance to grow with a 
Colorado company. Address Box D-I5, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 











MANAGER AVAILABLE 


Experienced Life and A&H Underwriter seeks a 
position as Regional or District Manager in mid- 
west or west. College graduate, age 32, mar- 
ried, with 7 years in management at Agency 
level, 3 yrs. in Home Office. Contact Box D-12, 
c/o The National Underwriter Co., 175 W. Jack- 








son Blvd., Chicago 4, Ill. 


ACCIDENT 
HEALTH UNDERWRITER 
Minimum 2 years recent agency system experi- 
ence in individual A&H underwriting. Some 
medical background preferred. Excellent salary 
for the right man. 
FIREMAN'S FUND INSURANCE GROUP 

175 W. Jackson Blvd. Chicago 4, Ill. 
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in 1940.” 

On the difficult but vitally import- 
ant decision as to whether to follow 
the “clean desk” or “rabbit hutch” 
school of housekeeping in the office, 
Mr. Laing emphatically advised: ‘“Fol- 
low the leader! Both the clean-desk 
and the rabbit-hutch proponents are 
firmly convinced that their own sys- 
tem indicates real executive ability 
and are_ subconsciously influenced 
against subordinates who practice the 
contrary method.” 


Avoid Other Executives 


Other executives should be avoided, 
so far as possible, “lest they spot you 
as the fraud you are,” but they should 
be kept under scrutiny from a dis- 
tance to become familiar with their 
weaknesses—which should be men- 
tioned to the higher-ups only in terms 
of the utmost sympathy and good 
will. For example, “Good old George 
does a wonderful job of representing 
the traditional approach to this prob- 
lem.” 

What this really means, Mr. Laing 
explained, is that (1) George is senile; 
(2) George is an arch-reactionary, 
unable to see anything better than the 
system we were using 50 years ago. 

Conduct in meeting depends on 
whether you are a proponent of the 
subject under discussion. 


Seize The Chairmanship 


“If so,” said Mr. Laing, “you should 
seize the chairmanship as quickly as 
possible in order to control the order 
of discussion. This is very important 
because as one in favor of the propos- 
al you will undoubtedly be aware 
that some of your arguments are 
supported by facts and others are not. 
You must therefore bring up first and 
at great length those points supported 
by irrefutable facts in order to over- 
whelm the opposition and discourage 
anyone from trying to spot the flaws 
in your subsequent points. In particu- 
lar, remember that it is a sign of 
weakness to change your mind. 

“On the other hand, if you are not 
in favor of the proposal or, as is 
more likely, know nothing about it, 
remain silent throughout the meeting 
except to sum up periodically all the 








Wanted 
SALES PROMOTION ASSISTANT 
If you are over twenty-five, have a college 
background and some experience with an 
insurance company doing all kinds of sales 
promotion, there is an opportunity for you 
in a growing, medium-size Eastern com- 
pany. Write in complete confidence giving 
résumé and salary expected. Our employ- 
ees know of this advertisement. Address 
Box D-18, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








LIFE, 

A&S SALES SUPERVISOR 
Top Casualty Company expanding into Life, 
A & §S field—offers tremendous opportunity to 
qualified man to get in on ground floor of new 
operation. Experience in Life, A&S Sales Promo- 
tion & Supervision required. Relocate Philadel- 
phia or Pittsburgh. Phone or Write: G. H. 
Valentine, Personnel Mgr., All State Insurance 
Pew Bg S. 9th St., Phila. 7, Pa. Phone—WAlnut 
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views expressed. This not only give "An 
the impression that you have a tre 
mendous grasp of the subiect but Fire 
also allows you to emphasize the view | 
you favor.” 4 
When it comes to writing memorap. (Cra¥ 
da, Mr. Laing advised the developmey hwith 
of a technique for writing ambiguoy. 
ly so that you are always able 
prove yourself right no matter hop 
your statements may be challenge 
For example, in a report Commenting 
on the kind of service your organiz. 
tion is rendering, a good statemey 
is, “Although our service was ng 
nearly as good as we expect it to be 
the majority of cases were completa (C. WI 
in the average number of days ay! ill 
caused little or no trouble.” Or unde 3 






other circumstances it might be wel jbeen 
to say, “This agrees with the view of 
most experts who believe in this ap. "nsuré 
proach to the subject.” Stat 
Getting serious, Mr. Laing pointe and ! 
out that what he had been saying gig with 1 
point up one characteristic that has , Mirecte 
tremendous effect on a person’s gq. pame | 
reer: “initiative—or more colloquially P@S 
‘git-up-and-git.’ ” perat 
“I believe anyone exhibiting req{ Mr. 
initiative has more opportunity t)¥lers : 
make himself known in the insane — 
industry than in most other fields” 
he said. “This is so, because as I se 
it the home offices of insurance con- 
panies have traditionally tended, more 
than most industries, to attract se | 
curity-conscious men. It is a natural Str 
consequence of our long _ prevalent 
practice of offering an unusually high 
degree of job security plus liberal/ 
employe benefits. | 


Gives Definition Of Initiative | 


“I believe initiative to be that self-/ 
starter in a man which gives him thel 
urge to improve operations and policy,’ 
the urge to seek out things needing 
attention, the v~ge to avoid doing only! 
that which passes over his desk, the 
urge to further the progress of | 
fellow workers whether they be boss- 
es, associates or subordinates, and ty 
urge to do these things through and 
with the cooperation of others.” 

Mr. Laing said that “it bodes wel 


for our industry that you have spenjfere at 

this week examining the subject olwe'’re iny 
life insurance marketing, for YoU y 

role in our future progress is an im. om 

portant one.” eo 

io This 

Xperienc 

Mo. Fraternal Congress_ | ie 

Names Daniel President hi generay. 


Duane Daniel, supreme council “for an ag 
pervisor Knights of Columbus in 


eastern Missouri district, recently w4 Also, th 
elected president of Missouri Fra upervisor 
nal Congress. Other officers inch ni 

Mrs. Mary Beem, Degree of Hott, pany | 
St. Louis, 1st vice-president; Here at 


Anna Kampmann, Catholic Knights y, ticke 
America, Ferguson, 2nd_ vice- : 
dent; Miss Naomi Brownstone, W ty I 
en’s Benefit Association, Norm 
secretary; Paul Jones, Brotherhood 
Locomotive Firemen & Engin 
Summit, 3rd vice-president; Cecil 
Aid Association for Lutherans, 
Girardeau, treasurer, and Louis 
ling, Woodmen of the World, K 
City, sergeant-at-arms. 


Capitol Life GAs Meet 


Capitol Life of Denver recently he 
its annual general agents’ meetilé 
Denver, which was attended by ° 
pany general agents and execu 
Purpose of the meeting was t0 
all: agents up-to-date on new por 
plans and agency practices. 
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(CONTINUED FROM PAGE 1) 
rawshaw, who retired after 50 years 
with the company. 


jller, controller, and Arthur A. Dunn, 
ssistant to the president of State Mu- 
tual, were elected directors of Mer- 
chants & Farmers. Also elected were 
Carl R. Brownell, president of G. L. 
Brownell Inc.; Chester D. Heywood, 
director of State Mutual; Paul R. 
O'Connell, attorney, and Dr. Bancroft 
 Wheeler—all of Worcester. 

Clifford A. Peterson, president of 
Merchants & Farmers Mutual, has 
been with the company since 1922. 
He is a past president of Mutual Fire 
Insurance Assn. of New England. 

State Mutual was organized in 1844 
nd Merchants & Farmers in 1847 
ith many of the same officers and 


bat Plumley, Mr. Ring, Robert A. 


that has ; Wirectors. They initially occupied the 


erson’s (2: 
olloquially, 
biting real 
rtunity to 
2 insurance 


ner fields,” , 


se as I see 
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nded, more 
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ame building. Merchants & Farmers 
as nearly $1 million in assets and 


Mr. Sampson, formerly with Trav- 
lers and Retail Credit Co., joined 


("i in the six New England states. 
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William T. Smith, general agent Wisconsin National Life, Indianapolis, chair- 
man of the annual Mid-West Management Conference at French Lick, with 
Mrs. Smith, Mrs. Mueller, and Richard Mueller, general agent Provident Mutual, 
president of General Agents & Managers Assn. of Indianapolis, conference 
sponsor, at the head table at the closing conference banquet. 


“oe 4) 


as 





Shenandoah Life Sales Gain 26% Oren D. Pritchard of Indianapolis, 
Shenandoah Life sales for the first NALU president, spoke at the October 

three quarters of 1958 totaled $22,- luncheon of Milwaukee Life Under- 

092,866, a 26% increase over the same writers Assn. 

period in 1957. Ordinary life in force 
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Convention Dates 





Nov. 10-13, Life Insurance Agency Management 
Assn., annual, Edgewater Beach Hotel, 
Chicago. 

Nov. 12-13, Pennsylvania Assn. of Life Under- 
writers, fall meeting, Penn Harris Hotel, 
Harrisburg. 

Nov 19-21, institute of Home Office Under- 
writers, Hollywood Beach Hotel, Hollywood 
Beach, 

Nov. 20, Insurance Federation of New York, 
annual, Waldorf-Astoria, New York City. 


Dec. 8-9, Assn. of Life Insurance Counsel, win- 
ter meeting, Plaza Hotel, New York. 

Dec. 9, Institute of Life Insurance, annual, 
Waldorf-Astoria hotel, New York City. 

Dec. 10-11, Life Insurance Assn. of America, 
annual, Waldorf-Astoria Hotel, New York. 

Dec. 15-19, National Assn. of Insurance Com- 
missioners, midwinter, Roosevelt Hotel, New 
Orleans. 

Dec. 28-29, American Assn. of University 
Teachers of Insurance, annual, LaSalle Ho- 
tel, Chicago. 

Feb. 20-21, New York State Assn. of Life Un- 
derwriters, general agents and managers 
meeting, Gideon Putnam Hotel, Saratoga, 





$202,736,300 and group life in force 
was $322,056,571. 





at the end of the third quarter was | | | 











Merchants & Farmers in 1948 and 
subsequently served as_ underwriter 


and special agent. CALIF ORN IA 


ACTUARIES Hl 


ILLINOIS (Cont.) 





COATES, HERFURTH & 











ENGLAND 
CONSULTING ACTUARIES 








CHASE CONOVER & CO. 
Consulting Actuaries 
and 
Insurance Accountants 


332 S. Michigan Ave. Chicago 4, Ili. 
Telephone WAbash 2-3575 
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New York 17, N. Y. 





























The John Hancock representative carries a broad variety of modern merchandise 
in his portfolio. It is modern life insurance protection— Family policies, Business 
life insurance, Personal Health insurance, Annuities, as well as a wide range of 
up-to-date Group plans and all regular forms of life policies. With his training 
and knowledge, and these policies, he is prepared to serve his clients’ needs as 
they arise. And with the prestige of the John Hancock behind him, he is also 
able to close more sales for consistently larger amounts of needed insurance. 
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MUTUALJZ LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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